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Superintendent Beha 
“Shows Teeth” in 
Two Dinner Talks 


His Associates Say He Is to Ex- 
ercise All Proper Power as 
Head of Department 








TALKS CREATE COMMENT 





Why Casualty Company Execu- 
tives Are Being Called Into 
Office of Superintendent 


Ever since James A. Beha took office 
as superintendent of insurance in New 
York State this summer insurance execu- 
tives have been watching him closely in 
order to get a line up on the new de- 


partemental head. The thought upper- 
most in their mind naturally has been 
whether he will be a radical superin- 


tendent; whether he will show backbone; 
or whether he will be a nondescript and 
drifting type of public official. 

Even before the superintendent took 
office he began meeting insurance execu- 
tives. lle became acquainted with more 
than a hundred at a dinner given in the 
home of Sumner Ballard; he met a num- 
ber at a dinner of the Insurance Society 
of New York, and he has been meeting 
them ever since. At the start his talks 
were very brief, characteristic of a man 
looking about and studying his job before 
commiting himself. Howeevr, in the last 
two public appearances of Mr. Beha he 
has given more of a line on his personality 
and his purposes. In fact, it might be 
said that these two talks, while apparently 
rambling in nature and spoken by the 
superintendent with a smile on his face, 
have caused something of a sensation in 
the insurance world. 

rhese appearances were before the Life 
Underwriters’ Association of New York 
and before the Casualty & Surety Club 
banquet. 

_In order to lead up to the purport and 
significance of these talks it should be 
stated that Mr. Beha had held no public 
office before being made insurance su- 
perintendent; he had never been inter- 
viewed by a newspaper for publication; 
and he had practically never made a 
prepared address. Both before the life 
underwriters and the casualty and surety 
men his speaking was extemporaneous. 

At the Life .Underwriters’ talk Mr. 
Beha spoke with more boldness than he 
had in his previous speaking, indicating 
that he had made up his mind what kind 
of a superintendent he would be. He told 
a few instances of experiences in the 
office and finally dwelt upon one of them, 
using the expression that he had had a 
number of life insurance people before 
him “on the carpet,” and intimated that 
their company had indulged in a practice 
which he declared must be corrected, and 
in fact had thrown such a scare into the 
group that one of the men, a director, 

(Continued on page 33) 
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PHOENIX 


Assurance Company, Ltd., 


of London 
100 William Street, New York 


A corporation which has stood the test of time! 
142 years of successful business operation. 
World-wide interests. Absolute security. 


Excellent Service and Facilities. 
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Indemnity Company 


75 Maiden Lane, New York 
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Common Sense 


Is the greatest single factor in the business world 
today; and the management of this company applies 
it directly to the conduct of the affairs of this company. 


Do the Common Sense Thing 


and identify yourself with this progressive life insur- 
ance company operating in 35 states. 


International Life Insurance Co. of St. Louis 


J. R. PAISLEY, Pres. W. K. WHITFIELD, Vice-Pres. 


W. F. GRANTGES, Supt. of Agencies 











Penn Mutual Conventions 
= 


At our Eastern Regional Convention in September there were twenty- 
four Field speakers, and only five Home Office. They touched almost 
every phase of salesmanship,—prospect-gathering, income plans, mail plans, 
approach, closing, inheritance tax coverage, etc. Star gave 
their standard sales talks. In brief, there was a comprehensive and inten- 
sive survey of salesmanship. 


salesmen 


This form of Convention is but one evidence of the modern method 
of instructional co-operation between our Home Office and Field. 


We have places for men and women who believe that constant life insur 
ance education is as necessary as constant industry. 


The Penn Mutual Life Insurance Company 


Philadelphia, Pa. 
Organised 1847 























Life Agency Men 
Discuss Field 
Building Plans 


Valuable Facts About Company 
Experiences Laid Before 


Chicago Gathering 


ALL CUT NON-PRODUCERS 
Weed Out Freely in Building New 
Organization; What They 
Should Produce 


(Special to THe EAsteRN UNDERWRITER) 
Nov. 11.—The eighth annual 
meeting of the Association of Life Agency 


Chicago, 


Officers was held today with Seton Lind- 
say, chairman, and the principal angle to 
the meeting is that life insurance companies 
are analyzing their production more care- 
fully than they ever did before. They are 
studying the men who stick, the whole- 
timers and part-timers and the turn over 
in all directions. 

At the start of the meeting, Mr. Lindsay 
asked the press not to mention names of 
speakers so that members could give con- 
fidential figures. 


One Company’s Experience 
The the agency de- 
partment of one of the largest companies 


representative of 


said that in 1923 the company had about 
8,000 agents, of whom 6,000 were whole- 
time and 2,000 were part-time and that the 
average business of each agent was $82,000 
paid. 

During the year the company had put on 
4,000 new agents of whom nearly 2,500 
were whole-time. That company last year 
terminated 3,000 contracts of which 1,800 
were whole-time men and 2,500 of the ter- 
minations were the contracts of men who 
had been with the company less than two 
years and only 500 agents who had been 
with the company more than two years had 
their connection with the company severed. 
Of the 500 who lost out only 333 were 
whole-time agents. The company checks 
up on new agents by having the managers 
tell the number who have been appointed; 
the number who write business every 
month; percentage of producing agents, 
and the business of the new organization. 
This particular company in 1923 did about 
$103,000,000 paid in new organization 
business. 

In telling where new agents come from, 
this agency man said that about 42 per cent 
came in through the old agents. 


Makes Ten Case Minimum 


Another prominent agency officer said 
that there were 8,500 agents in his com- 
pany’s organization last year, of whom 
about 4,000 were part-time, but an agent 
has to produce ten paid cases a year, or 
leave the company. In the case of an 
agent having served five years with the 

(Continued on page 4) 
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The Object in Training Life Underwriters 
Ninth Paper 


The Equitable Life Assurance Society of the United States 
has always insisted that the life underwriter must be a trained 
expert. But the reason for this is not clearly recognized by 
the people. Nor isit thoroughly understood by the agents them- 
selves. Indeed, the general belief is diametrically opposed to 
the truth. It is vaguely imagined that the object of this training 
is to furnish the agent with information to be passed on to his 
clients. On the contrary, the object is to save his clients the 
necessity of delving into the principles and practice of life insur- 
ance, or of studying the technical details of the business. 


The agent’s province Is precisely like that of the lawyer or 
physician. 


A client goes to the lawyer for the express purpose of avozd- 
ing the necessity of studying legal theory and practice. 


An invalid goes to the physician to be cured; not to listen 
to lectures on anatomy, physiology, and surgery. 


But the client would not think of going to the lawyer un- 
less he believed him to be a professional expert. Nor would the 
invalid go to the doctor unless he believed him to be a thor- 
oughly competent physician. 


Thus it should be with the agent. His aim should be to get 
a training that will fit him to practice his calling as a profession. 


The father of a family and the business man, want protec- 
tion and peace of mind. They do not want to become insurance 
experts. But they know, or ought to know, that they need the 


advice and guidance of a trained expert—a professional life 
underwriter. 


THE EQUITABLE LIFE ASSURANCE SOCIETY OF THE UNITED STATES 


120 BROADWAY, NEW YORK 
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Agency Officers and Research Bureau Meets 





Sees Fine Business 
For Next Four Years 


L. SETON LINDSAY’S PREDICTION 





Duty of Workers to Put Fifty Percent 
of Savings Into Insurance; Thurman 


Made Chairman 





(Special to THe EastERN UNDERWRITER) 

Chicago, Nov. 12.—Chairman L. Seton 
Lindsay addressing the Life Agency 
Officers this morning took a very rosy 
viewpoint of business conditions, 
nothing but prosperity ahead. This pros- 
perity, he said, is assured for at least four 
years through the fact that a wise govern- 
ment has been backed by a_ tremendous 
vote of the people. “How will insurance 
companies take advantage of the situation?” 
he asked, and answered by saying: 
“Through increased energy, by meeting 
their responsibilities and in closer knit 
organizations.” 

But all this will fail unless the imsur- 
ance companies create in the minds of the 
people the full significance of what life 
insurance can do for them. Insurance 
companies, he continued, are the safest 
financial institutions in the world and he 
repeated what Senator J. Hamilton Lewis 
said last night, that while many govern- 
ments in the past decade have fallen, in- 
surance is on a rock bottom foundation. 

Mr. Lindsay then suggested that it was 
the duty of the average man, especially 
the wage worker, to put from fifty to 
seventy-five per cent. of his savings in 
life insurance. He said this without any 
reflection upon the fine work being done 
by the savings banks. Savings banks are 
the place for temporary savings for speci- 
fic purposes. Life insurance is for a life 
program. This is the age of specialization 
and insurance companies are expert in- 
vestors. If the average man will deduct 
from his insurance premiums the cost of 
term insurance, he can well look upon the 
balance paid by him to life insurance com- 
panies as one of the best and safest in- 
vestments which he can make. 

Oliver Thurman was elected chairman 
of the Life Agency Officers, Charles H. 
Hommeyer, Union Central, Vice-Chairman 


and L. B. Brigham, Secretary and Treas- 
urer, 


seeing 





BUREAU GOES TO NEW ORLEANS 





American Life Convention to Conduct 


CONCLUSIONS OF TWO 
PROMINENT AGENCY MEN 





Each Individual Should Be Given Free- 
dom to Develop His Own Ideals 
and Methods 
(Special to THe Eastern UNDERWRITER) 

Chicago, Noy. 11—At a meeting this 
afternoon of the Life Agency Officers, 
Charles H. Langmuir, assistant super- 
intendent of agents of the New York Life, 
told of a visit he had made to eight com- 
panies in New England, all of whom had 
willingly explained to him about selling 
methods and agency direction. In discuss- 
ing the trip with L. Seton Lindsay, head 
of the agency department of the New York 
Life, Mr. Langmuir made these conclu- 
sions : 

“That the successful agency man very 
naturally applies his energies along the 
line of the gifts he possesses. If he is 
an educator, he may do wonders with 
education if he has an unusually magnetic 
personality; he may achieve remarkable 
results through personal influence. But if 
he is a thinker and a planner, his schemes 
and ideas may develop for him results far 
beyond anything that his personality, or 
educational efforts could achieve. 

“The hardest task we have to face as 
leaders, may be that of schooling ourselves, 
no matter how much we may love our own 
ideas, to extend freedom to other in- 
dividualities to use their ideas and abilities 
in their own way. 

“When an agency leader sees the meth- 
ods of other men greatly succeeding, he 
should not necessarily conclude that his 
own methods must be scrapped. The 
chances are that with the help of the new 
ideas he picks up, he can develop and 
invigorate his existing methods with bet- 
ter results than he could possibly attain 
by substitution. 

“In the final analysis, the methods we 
use are merely tools in our hands. 

“The secret back of the growth of a 
life insurance company is the energy within 
it.” 


NEW MEMBERS ELECTED 


Chicago, Nov. 11—New members of the 
Life Agency Officers Association are the 
Travelers of Hartford, Provident Life and 
Accident of Tennessee, Interstate Life of 
Chattanooga, American Life Reinsurance 
Co., Dallas, Mutual Life of Canada, Mary- 
land Life and National Life and Accident, 
Tennessee, 


TELLS OF TRAVELERS PLAN 





Aim to Have Home Office Staff Visit 
Branch Offices One Week Each 
Twice During Year 
(Special to Tue Eastern UNpeErwriter) 


Chicago, Nov. 11—J. W. DeForest, 
agency assistant, life, accident and group 
agency department of The Travelers, in 
discussing the subject of branch office 
supervision at the junior officers meet- 
ing here, said that the home office 
agency staff of that company consisted of 
ten men, who spent twenty weeks each in 
the field and thus are able to make two 
visits of one week each per branch office. 

It is The Travelers’ aim to have the 
company’s branch office managers and 
their assistants thoroughly posted and 
conversant with important matters, and 
that the effort to place before him facts 
and figures which will be of real assist- 
ance will be equaled by the benefit of 
his point of view in making practical 
the efforts of the home office in their 
endeavor to offer progressive and ad- 
vanced methods of conducting the busi 
ness. 


NEED OF FINANCIAL STANDING 


Jay Ream Says Financial Astuteness Is 
Necessary; F. J. Woodbury Looks 
for Business Sense 
(Special to THe EAsteRN UNDERWRITER) 
Chicago, Nov. 11.—In a discussion of 
general agents this morning at the junior 
officers meeting, Jay Ream, Mutual Bene- 
lit, said there are two kinds of financial 
standing which a general agent can have, 
one being financial astuteness and the other 
financial sense. le described financial 
astuteness as ability to make money, but 
financial sense as ability not only to make 
money but to hang on to it. The agent 
with the financial ability to keep out of 
debt personally is the better type of general 

agent. 

There are men in this country with large 
incomes who are in debt. One of the 
Texas men present sprang a new one in 
discussing what kind of men to avoid in 
picking people for agency work when he 
told about one class of men who are just 
a step ahead of a ham sandwich. Frank 
J. Woodbury, vice-president of the Pacific 
Mutual said that in picking managers or 
general agents that company wanted not 
only men who were familiar with pro- 
duction, through having shown that they 
could produce personally, but they should 
he good business men as well. 





Lapsation Study Through 
Accounting Division 
(Special to THe Eastern UNDERWRITER) 

Chicago, Nov. 12.—At a meeting of the 
American Life Convention executive com- 
mittee people yesterday it was decided to 
move the accounting division of the Amer- 
ican Service Bureau to New Orleans where 
it can be under the supervision of Dr. J 
P. Simmons, who is president of the 
Bureau. The committee approved the re- 
port of the committee on lapses read at 
the American Life Convention in New 
Orleans and will proceed with the in- 
vestigation. 

The investigation will extend back fif- 
teen years and will furnish interesting 
data about the much-discussed question of 
lapsation. Z 





SYMPATHY FOR THURMAN 
(Special to Tur Eastern UNDERWRITER) 

Chicago, Nov. 12—At the Agency 
Officers Convention this morning a res- 
olution of sympathy for Oliver Thur- 
man, whose mother died a few days 
ago, was passed. 

The convention started this morning 
by prominent men in the convention 
telling stories of the success of general 
agents. This discussion was begun by 
Gowss S. Hastings, New England Mu- 
tual, 


GENERAL AGENCY 


appointment. 


Address: 











LARGE LIFE INSURANCE COMPANY 


Must be a large personal producer, capable 
of managing and developing an agency, sub- 
stantial capital will be required for first few 
years, unusual opportunity for the right man. 
State qualifications and record to secure 


“Box 1010” 
c/o The Eastern Underwriter 
86 Fulton Street 
New York 


PROPOSITION FOR 














Junior Officers Hear 
Agency Building Talks 


WHERE TO FIND SUPERVISORS 





Attitude to Take in Visiting Agencies; 
Should Supervisors Be Held Down; 
Varying Views 





(Special to Tue Eastern UNperwriter) 

Chicago, Nov. 11—The Junior Agency 
Officers of the life insurance companies 
who have membership in the Association 
of Life Agency Officers held their first 
annual convention today at the Edgewater 
Beach Hotel with much the same attend- 
ance as the Sales Research Bureau has 
and as the Agency Officers Association will 
have and among those in attendance are a 
number of presidents of life insurance com- 
panies and also the presidents of the Amer- 
ican Life Convention, George Graham, St. 
Louis and the National Association of Life 
Underwriters, J. W. Clegg, Philadelphia. 

By the expression “Junior Officers,” is 
meant assistant superintendents of agents, 
assistant secretaries and others active in 
the production division. 


Good Agency Material 


In the chair was H. M. Holderness, the 
most courteous and handsome of presiding 
officers and the speakers included nearly 
everybody in the room who was not in 
the senior officer class. A glance around 
the room showed a very impressive look- 
ing collection of men and proves that there 
is some very fine material in the agency 
departments. 


What Was Discussed 


The discussion had to do with all those 
questions , which constantly confront the 
men responsible for production and the 
varicty is demonstrated by some of the 
topics which in part were these: 

Should the manager, or general agent 
be a producer and where should the com- 
pany recruit him? Should companies have 
agency supervisors and what should be 
their duties? Should men from the home 
office go into the field and help the agent 
sell the nolicy? Should the man from the 
home office be helpful, or visit the agency 
mostly in the canacity of a critic? How 
much time shovld the home office men spend 
in the agency? What kind of men make 
best general agents? 


Experience in Picking Supervisors 
W. H. Dallas. of Richmond, led off 


the discussion with a paper in which he 
told of having written to twenty-five com- 
panies and solicited their views. He said 
that there is a tendency to get some of the 
home office people from outside the in- 
surance business, such as the heads of the 
advertising department and the editors of 
the agency organs. Of the companies with 
whom Mr. Dallas corresponded, two-thirds 
use agency stfiervisors. Sometimes these 
men are recruited from the field, but as a 
general proposition after a field man be- 
comes a money maker, he objects to going 
into the home office to take the job of 
field supervisor. Despite this, about one- 
half the supervisors come from the home 
ofce and one-half from the field. Mr. 
Dallas described the different types of men 
going from the home office to the agencies, 
some being of the “beat the bushes” type, 
being able to go out with the individual 
agents to help them; others being of the 
more executive type. 


Points on Visiting Agencies 


Jay Ream, Mutual Benefit, in talking 
about getting men for the agency depart- 
ment from the colleges, said that the com- 


panies should work fast and try to land 
these men in February or March of the 
year of their graduation, or the best bets 
would be appropriated by other businesses 
looking for similar material. Mr. Ream 
gaye an interesting description of the visits 
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of home office men to the agencies and 
said the attitude should be helpful and not 


to make visit as a student, coming back 
to the hom office 1 an analy of the 
mana and his me nd criticisn Th 
b thing was to dist with the eral 
agent his blems, meet tl men, and 
communicate | office enthusia and 
point of vie 

Occa la 2 ill right fo the 
home office man to go out on an interview 
with an a t, but this can be overdone. 
He thas frequently noted that the agent 
upproaches the pect from the point of 
view of | enting n insurai contract 


’ a 
instead of meeting needs, and he added 
that a home office man can get a good 


line on how busin presented to pro 
pects by the amount of income insurance 
vritten He id t] it it was a great mi: 
take not to make visits to agencies as a 
general agent wa entitled to have the 
home office see the administration of his 
yencv. In other words. to see the agency 


One good way for the agency man to 

ich the eveneral gent is to say,: “T 

have come to act as your assistant for a 
while.” 


Limit Functions of Supervisors 


A number of company representatives 
explained visits of home office men, in 


eluding, Jerom Clark,- Union Central 
That company has recently adopted the 
agency supervisor system, these super 
visors paying short visits to agencies which 
need strengthening. These are the newer 


agencies, not the older, small and medium 

ze agencies 

The purpose of the agency 
visit is to help build up organiz: 
to aid in the training of new agent In 
fact the Union C ntral has f und it at 
sirable to limit the functions of the super 
visors to organization 


The Equitable’s Plan 
William G. Fitting, agency supervisor 
of the Faquit ible aid that the Equitable 
had well defined regulations for choosin 
agency managers and did this largely by 
the process of elimination. Tts method i 


to start with soliciting agents who are 
promoted to assistant managers and then 
to manager No manager can he ap 


pointed who does not know how to sell 
As an assistant manager he demonstrate 
whether or not he is able to bring men 
into the agency. 
Managers Qualifications 

A manager must have four qualification 
First, willinen to work, then he must 
work the Equitable way. THe must have 
a knowledge of the busine and he must 
prove that he can direct any agency and 
finally must have a genuine desire and 
interest in helping the other fellow. The 
manager with the largest volume of busi 
ness is not necessarily the best one. A man 
may produce a million with twenty-five men 
while another gets a million with ten men 
The latter is the more cle irable 


Keep Eye on Own Organization 

Franklin C. Morse, manager of agencies 
of the Provident Mutual, said that in the 
hunt for general agents the mpanies 
should keep an eye on men in the field who 
have given evidence of constructive work 
in bringing new men into the company’s 
service, and also should not neglect gen- 
eral agency clerks and clerks in the home 
office who have a leaning for production 
and have executive talent. 


SPEAKERS AT BANQUET 


(Special to Tur Eastern UNpberwrirer) 
Chicago, Nov. 11.—Senator J. Hamilton 
Lewis was the principal speaker at the 
banquet of the Agency Officers tonight, 
basing his remarks on Armistice Day. 
President Clegg of the National Associa- 
tion of Life Underwriters also spoke, 


| Junior Officers Meet 


Discuss Field Plans 
(Continued from page 1) 


company, if he does not produce ten ap- 
pli@itions in his fifth year, he is given 
another year’s grace to catch up. 

The new organization of that company 
last year paid for $118,000,000 of business. 

The company believes enthusiastically in 
training and when a new man goes with 
it, he is told by word of mouth and by 
literature, largely the latter, exactly what 
he can expect so there will be no illusions 
about the new profession he has adopted. 


Want Wives’ Cooperation 


The agent is told to discuss the matter 
with his wife as this particular company 
does not believe an agent will get far 
without his wife’s sympathetic cooperation 
and interest. 

The company last year terminated 4,800 
contracts, but this number, while seem- 
ingly large, was due in part to the ten 
case rule and the company gains in the end 
as -it makes the four or five case men 
work harder to qualify and keep thei 
contracts, 


Managers Produce Little 


A third agency man—this one from 
Canada—-said that the entire personal 
production of the field managers of the 
company was not in excess of $300,000 a 
the company helieves the job of the man 
- to build the 
organization and not write business himself. 
Most of the new agents come through the 
field managers organizations and he told of 
one manager who always carries two note 


ager, or general agent, i 


hooks, one to note down prospects for 
insurance which he can turn over to hi 
men as leads; the other possible candidates 
for rate hook carriers. 


Never Made Drive for Business 


The representative of one of the biggest 
general agency companies in the country 

ud that until last year his company had 
never made a drive for business, or even 
made an allotment to an agency. A year 
or so ago it had cighty-four general agen 
cies, but the number has been cut down 
to seventy-eight. New contracts have been 
drawn up, one for whole-time, one for 
part-time and one for brokers. The com 
pany does not intend to renew licenses of 
men writing but few cases no matter if 
some of them are very large. 

Another prominent agency manager said 
that his company had nearly 5,000 licensed 
agents last year and that during the year 
more than a thousand were added of whom 
342 were whole-time. It terminated more 
than 400 contracts. This company has fif 
ty-cight general agencies. 


Name New Committeemen 

The life officers elected four new com 
mitteemen to take the place of those whose 
terms expired, or who have resigned. The 
new committeemen are: TH. H. Armstrong, 
Pravelers; Albert McKenzie, Manufactur 
ers of Canada; R. W. Stevens, linois 
Life, and H. J. Miller, Metropolitan Life 

There was a period of silence at 11 
o'clock this morning in memory of soldiers 


killed in war, 


STEVENS ON PART-TIMERS 
(Special to Tur Eastern Unperwriter) 

Chicavo, Nov LZ-—R. W. Stevens, 
president of the Hlinois Life, sailed into 
the subject of part-time agents in a talk 
made at a banquet in Chicago Tuesday 
night at the Edgewater Beach Hotel, 
his audience being members of the As 
sociation of Life Ageneyv Officers, Bu 
reau of Insurance Sales Research and 
some executive committeemen of the 
\merican Life Convention. The gist of 
his remarks were that, while it is im 


portant for companies to analyze in 
great detail their costs and other topies 
discussed at the hotel this week by in 
surance conventions, there could be no 
real improvement until one-casers and 
similar part-time agents were eliminated. 











The 
Chicago Evening Post 


Publishes from one to two pages of Insurance News 
of an educational nature every Monday 





On December 31st a special Insurance Review of 
the year 1924 will be issued, with a circulation of a 
national character 





Advertising space and articles in review of various 
companies should be reserved by November 25th to 
insure good position 


e Address 


Frank F. Loomis, Insurance Editor 
Chicago Evening Post 





Chicago, IIlinois 





Insurance Advertising 
IN CHICAGO 


The Chicago Evening Post for the past four years 
has led all Chicago newspapers in insurance advertis- 
ine, and in 1923 it carried more than seven times as 
much as its nearest competitor. 

The Chicago Evening Post carried 161,714 lines 
more than all the other Chicago papers shown on the 
following list combined, both morning and evening. 

The Chicago Evening Post carried 205,186 lines 
more than all the other Chicago evening papers com- 
bined. Here are the figures: 


POST .. 226,487 lines 


‘i, rrr err 29,383 ” 
Herald-Examiner ......... 14,089 . 
NS asc Ce Oe ae are 6,482 ” 


It Pays to Advertise in a Newspaper Read 
by the Class of People Financially Able to 
Become Good Customers 


These figures supplied by the Advertising Record Company, an Independent Audit Company. 
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Agency 


Sales ema Takes 
Up New Activities 


LAPSE AND QUOTA SURVEYS 


Statistics by Counties Will Aid Greatly 
in Fixing Intelligent Quotas 
for Field 





(Special to THe Eastern UNDERWRITER) 
Chicago, Nov. 10—The Life Insur- 


ance Sales Research Bureau, which is 
only a couple of years old, but which al- 
ready has a membership of more than 


eighty companies, held its annual con 
vention at the Edgewater Beach Hotel 
today with an attendance that could hold 
up its head with the attendance of lots 
of conventions which take place in the 
insurance business. When John M. Hol- 
combe, Jr., the manager of the Bureau, 
called the convention to order, he smiled 
paternally and proudly as he looked over 
the gathering; and well he might, be 
cause the heads of the agency depart- 
ments of many of the most important 
insurance companies in the United States 
and Canada were in the crowd which 
filled the room. In fact, Dr. John A. 
Stevenson, of the Equitable; Winslow 
Russell, of the Phoenix Mutual, and sev 
eral others were sitting on the marble 
steps in the rear of the room. 


Big Display of Literature 


The Association of Life Agency Of- 
ficers meets tomorrow and Wednesday, 
and nearly all the men who will attend 
that convention are taking in the Sales 
Bureau sessions. As the members of 
the Bureau entered the convention room, 
they were greeted with more literature 
than any other convention of a new or- 
ganization in the memory of the present 
writer has had on display. This is be 
cause the Bureau is young, progressive, 
out for new ideas and has put down in 
black and white its research reports on 
a number of subjects. These include the 
subjects of conventions, of management 
and personnel, and of insignia for agents’ 
clubs. There were also a number of 
copies of the “Quarterly Review,” which 
looks as if it were the nucleus of a new 
magazine in the insurance business. This 
review is published by the Bureau. The 
“Quarterly Review,” current issue, con- 
tains special articles on “Courses in life 
insurance salesmanship” and “The in 
come of the life insurance salesman.” 
There are also special articles on the 
general situation in the United States, 
on iron and steel, railroads, buildings, 
automobiles, employment, foreign trade, 
financial, agricultural, and life insurance 
subjects. In the back pages of this 
magazine are book reviews, including 
books by J. B. Duryea, Dr. Jacob A. 
Jackson, and others, some of them being 
volumes on salesmanship. It is an 
nounced that several copies of each issue 
are sent to each company member of 
the Bureau and that additional copies 
can be bought for general agents. Also 
that orders will be received by the Bu 
reau for the books which are reviewed. 
To the writer, the “Quarterly Review” 
looks to be the beginning of a new in 
surance magazine, aimed especially to 
interest the general agents of the United 
States. 
Lapse’ Survey Planned 


Manager Holcombe introduced to the 
convention Henry E. Niles, assistant 
manager and statistician of the Bureau, 
a young man who was formerly with the 
Federal Reserve Bank. Mr. Niles made 
several important announcements. After 
explaining the sales reports, which hz ud 
been an important factor in the Bureau’s 
literature, he stated that the Bureau was 
at work on another report for the com- 
panies, which will describe the lapsation 
situation by states and provinces every 
quarter. It is to ask its members for 


Officers and Research Bureau Meets 





facts about lapsation and at the start 
will publish these returns in the form of 
percentage ratios. 

The companies, by full study of the 
lapse percentages, together with the sales 
percentages, will be able to have a bet- 
ter check on the business. There was 
some discussion of the lapsation matter 
later in the morning, during which M. 
A. Linton, vice-president of the Provi- 
dent Mutual, said that the basic idea 
is a good one, but such statistics were 
studded with pitfalls and would have to 
be gathered and interpreted most care- 
fully. Others discussed the question also, 
and Manager Holcombe feels sure of the 
Bureau’s ability to collect and promul- 
gate the information most effectively. 


Statistics for Quotas 


Mr. Niles also announced the new sta- 
tistical work of the Bureau, which will 
be to collect statistics by counties, which 
will disclose the buying power and habits 
of the population. These statistics are 
to be used in the preparation of quotas 
by companies. The Bureau will attempt 
to determine the insurable population 
based on number of white people over 
twenty years old, and then after collect- 
ing data relative to the size of savings 
deposits in the county, number of auto- 
mobiles registered, income tax returns 
and circulation of the better magazines, 
the agency heads of the companies will 
be able to use the information to act 
as a guide in fixing intelligent quotas. 


Report on Insignia 

The special report on insignia for 
agents’ clubs was based upon answers 
received from forty-one companies. Half 
of the insurance companies in America 
use some form of insignia. Companies 
pay for this insignia in nearly every 
case. Most companies giving insignia 
feel that their main value is that they 
increase production, because the men 


Agency Cost Analysis 
On Bureau Program 


NEED SHOWN FOR NEW STUDY 


Research Bureau to Make Thorough 
Study of General Agency Overhead; 
Many Angles to Problem 
(Special lo THE 
Chicago, Nov. 10.—So interesting did 
the discussion of 


EASTERN UNDERWRITER) 


agency cost 
prove this afternoon that 
tire afternoon 


analysis 
almost the en 
session of the Research 
Bureau was devoted to this subject. M. 
A. Linton, Provident Mutual, reviewed 
the very important paper he had delivered 
last week on Under Agency 
Contracts” when he was a speaker before 
a joint actuarial convention at French 
Lick, Indiana, and it is generally regarded 
in the business that this is one of the most 
scholarly papers that has been delivered 


“Returns 


work hard to earn the emblem af sue 
on themselves through most exhaustive 
cess, which they wear with pride. 

The agent desires to stand out among 
his fellows and in his community, and 
so works harder. The value of the in 
signia does not depend much upon its 
cost, but upon the honor which is at 
tached to wearing the emblem. The 
report showed the cost of some pins, 
wallets, watch charms, and lapel but 
tons given by a number of companies. 
The cheapest was a_ninety-eight-cent 
lapel pin. The most expensive was a 
hundred-dollar watch fob. The report 


also deseribed certificates of membership 
in the clubs to which agents gained ad 
inittance. The smaller-sized certificates 
seem the most popular. 





which includes: 


to Policyholders. 
























Shortening 
the Selling Process 


To aid the Agent in his field work, we have a 
very practical plan of Home Office Co-operation, 


An Agent’s Training Course—a complete and 
original course for new and old agents. 


A Prospect Bureau—that devops genuine dol- 
lars-and-cents prospects. 


Selling Helps— Advertising material to pras- 
pect and policyholder alike, holds business 
and creates good will. 


Policyholders Insurance Service—Embodying the 
ideals of true service to your client. 


Health Service of the Life Extension Institute 


Supplying you with such selling tools makes your 
success greater and more productive. For infor- 
mation concerning agency opportunities, address : 


T. LOUIS HANSEN, Vice-President 
THE GUARDIAN LIFE INSURANCE COMPANY 
OF AMERICA 


Established 1860 under the Laws of the State of New York 
50 UNION SQUARE, NEW YORK 














te an insurance gathering on a subject se 
vital in interest. 

Ihe actuarial, the medical and other 
visions of insurance have gotten a check 
and continuous investigations and the time 
is certainly ripe for the agency executives 
to be able to get down in black and white 
tables the expense items and control in a 
general agency. 

As an example of one of the interesting 
questions put before the convention today 
Mr. Linton asked how the expense item 
should be treated in the case of a general 
agent producing several millions a year 
through his agency, one million of which 
is personal business. 


The Ideal Agency 

The ideal agency, of course, is the one 
where the general agent develops men, 
and yet there are general agents who can 
no more stop writing personal business, 
and lots of it, than they can breathe. 
This results in many intricate angles 
from the expense standpoint. 

Percy C. Hl. Papps, of the Mutual Bene- 
fit, entered the discussion and talked of 
persistency tables which give accurate in- 
formation relative to the earning power 
of a general agent, amount of business 
that will stick, ete. 

\ representative of one of the Western 
companies expressed the hope that the 
Bureau’s investigation of general agency 
costs would prove as interesting to small 
as to large companies, and should not be 
limited in any sense to companies oper- 
ating under the New York State expense 
section, 

Vice-Chairman Oliver Thurman, of the 
executive committee, said that it was the 
hope to make the investigation as_thor- 
ough as possible. Thompson B. Graham, 
Metropolitan Life, told of the big prob- 
lem of waste in turnover of men. 


SIX NEW BUREAU MEMBERS 


One Canadian, a Southern and Three 
Western Companies Join; New 
Executive Committeemen 
(Special to Tue EAstern UNDERWRITER) 

Chicago, Nov. 10.—The Life Insurance 
Sales Research Bureau has six new mem 
bers. They are the Des Moines Life and 
Annuity, Lamar Life, Western State of 
Californa, Soverign of Canada, Provident 
Life and Accident of ‘Tennessee, and 
Southland of Texas. Three executive 
committeemen elected today to take the 
place of three whose terms expired are 
K. A. Luther of the Aetna, M. A. Linton 
of the Provident Mutual and O. J. Lacey 
ei the Minnesota Mutual. 


Decide to Continue Committee On 
So-Called “Expert Analyzers” 


(Special to THe Eastern UNDERWRITER) 

Chicago, Nov. 11.—The Life Agency 
Officers decided to continue the committee 
of the association which has prepared a 
resolution covering the subject of twisting 
policies by men calling themselves expert 
analyzers, or appraisers. It developed dur- 
ing the talk by Chairman Hommeyer, 
Union Central, that President Kingsley, 
New York Life, has written a letter de- 
nouncing the practice which is being used 
hy the New York Life. 

One subject up for discussion is the 
printing in the application of a line or two 
asking the prospect if he is disturbing 
insurance already on the books in applying 
for new insurance. 


RAISES ITS LIMITS 
Connecticut Mutual Maximum Now 
$200,000; Doubles Substandard Limits 
and Lowers Age 

The Connecticut Mutual Life has 
raised its limits from $150,000 to $200,- 
000, and hereafter the company will re- 
quire only one medical examination on 
applications up to $50,000. Also the for- 


mer limits on substandard business have 
been doubled. The company now writes 
policies beginning at age 14. 
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Sales Resea rch Bureau 


Should Weesadi Go 
to Conventions? 


WIVES’ INTEREST IMPORTANT 


Research Bureau Finds That Wife 
Should Be Sold on Husband’s Job; 


Convention Wisdom 


(Special to Tur EAsterN UNDERWRITER) 


CHICAGO, Nov. 10.—What do you 
want to know about conventions? The 
Life Insurance Sales Research Bureau 
a forty-three-page document 
on the subject for the guidance of those 
company executive officers who want 
guidance. 

It tells everything there is to know 
from composition of programs and ex 
penses of conventions to ways to kill 
a convention. It is written with some 
humor, too. For instance, here are some 
things insurance convention attendants 
are told not to forget. 

Your railroad tickets and reservations 
down and back. 

Your sport clothes if you intend to 
play golf, tennis or ride horseback. 

Your dinner suit. 

Your trunk sent properly tagged and 
well in advance. 

Your camera. 

Your correct 
your own office. 

\n automatic pencil for lecture notes. 

There is some advice about banquets 
which it is admitted constitutes a diffi 
cult problem. 

Four hours is the 


has issued 


conference address at 


ultimate time limit 
given a banquet and there should neve 
be any speaking after eleven o'clock. 

As to how to get prominent speakers, 
the tip is given that influential insurance 
men should use personal pressure. 

Men prominent in public life are fre 
quently willing to take a trip to address 
business men and the radio helps land 
speakers because of the wider audience. 

As for the attendance of women at 
conventions, the report says that the in 
surance men are split on the subject. 
Some companies do not want them at all 
Others regard them as a necessary evil 
and make some provision for those brave 
enough to come, while finally there are 
companies who desire their presence and 
capitalize on it. 

The tendency is towards the last group. 

The report says that there are an in 
creasing number of wives who take a 


real interest in what their husbands do® 


This is important information and 
should be communicated to Hearst and 
other yellow paper experts whose col 
umns don’t always agree with the find 
ings reported by the Sales Research Bu 
reau. But here is what the 
in part on the subject: 


sure au Says 


Increasing Interest of Wives 


“Where the ladies are invited to the 
business sessions, it is because the com 
pany believes that the interest of a wife 
in her husband's job is something of real 
value to him and to his company. In 
fact, one of the most successful cor 
porations on the continent held a con 
vention a few vears ago solely for the 
Wives. 

“A life insurance company this year 
held what they called a ‘special business 
session for wives of our field force’ at 


which talks were made by the ‘ncaa 
of the company, a vice-president and a 
field man on topics designed to show the 
ladies more about the life insurance 
business and their husbands’ place in it 
than they had ever known before. In 
addition, this company invited the wives 
to all the regular business sessions. 

“Today an ever increasing number of 
wives take a real interest in what their 
husbands do, and this interest is fre- 
quently referred to by men as being of 
very great value to them. In fact, it 
has been said that a wife can not usually 
be so wholly lacking in contact with her 
husband’s work as to have no influence 
at all upon it. 

“In many cases, this influence is neg- 
ative rather than positive, and this is 
particularly true in the careers of many 
life insurance agents, because their work 
frequently involves evening appoint- 
ments and conditions usually resented by 
a wife 

“Many a wife has thoroughly discour- 
aved her husband, because the only thing 
which she ever knew about his work was 
that he had to go out at night, or that 
he had failed to ‘write that ten’ which 
would give her a new dress. She knew 
nothing about the bigger things which 
life insurance accomplishes and of which 
her husband was, or could be, a part. 

“The recognition of the very great de- 
sirability of ‘selling’ the wife on her hus- 
band’s job has spread rapidly in recent 
years, and today many husbands are 
helped over the rough spots of their 
career by the enthusiasm and_ vision 
of their — much of which can be 
increased at a convention.” 


HUMAN RESEARCH VALUABLE 


Dr. Scott, Penal hutastty, Endorses 
Work of Research Bureau; Charts 
Show Agency Costs 
(Special to Tuk Eastern UNDERWRITER) 
Chicago, Nov. 10.—Walter Dill Scott, 
president of the Northwestern Univer- 
sity, addressed the Insurance Sales Re- 
search Bureau at the Edgewater Beach 
Hotel this afternoon, endorsing the work 
of the bureau and recommending all com- 
panies to join it. Doctor Scott has a 
large acquaintance of insurance men, as he 
was the former director of the Bureau of 
Salesmanship Research, Carnegie Insti- 
tute, Pittsburgh, and was also an advisor 
of the Edward A. Woods Agency of that 
city. In a most interesting manner Dr. 
Scott discussed the problem of research 
and explained how research work fre- 
quently misses fire, but every once in a 

while scored great success. 

He says that the Insurance Research 
Bureau was on the right track because it 
was dealing with human problems, and 
those are the problems which the future 
must see solved. In the past century re- 
search achievements have been along 
scientific and material lines, but during 
the next hundred years big research work 
will be concentrated on betterment of 
social relationship. 

“You may be going down a blind alley 

(Continued on page 8) 





FRANK J. HAIGHT 
CONSULTING ACTUARY 
Hume-Mansur Building 
Indianapolis, Ind. 
Hubbell Ballding 
Des Moines, lowa 














HOME LIFE INSURANCE COMPANY of AMERICA 


INCORPORATED 1899 
PROTECTS THE ENTIRE FAMILY 
This Company issues all modern forms of policy contracts from BIRTH to 60 years next 
birthday 
INDUSTRIAL POLICIES are sad FULL IMMEDIATE BENEFIT from date of issue and 
up-to-date i resp 
ORDINARY POLICIES ae valuable SPECIAL DISABILITY and TOTAL AND 
PERMANENT DISABILITY CLAUSES and DOUBLE INDEMNITY FEATURES, and 
are guaranteed by State Endorsement. 
A HOME LIFE POLICY BRINGS 
PEACE OF MIND TO THE 
MAN WHO LOVES HIS FAMILY 
BASIL S. WALSH, President os J. CUNNINGHAM, Vice-President 
JOSEPH L. DURKIN, ag? OHN J. GALLAGHER, Treasurer 
E. BRYAN KYLE, Medical Director 
INDEPENDENCE SQUARE 
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Insurance Record, 1923 


$ 96,148,025 
Insurance in Force... 719,421,634 
Increase of $58,623,876 which is 
61% of the New Business 


New Insurance 


New England Mutual Life Insurance Co., 
Boston, Mass. 


PHILADELPHIA, PA. 


























INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 


Issues the most liberal formg of ORDINARY Policies from $1,000.00 te $90,000.60 
with premiums payable eee semi-annually or quarterly, 


INDUSTRIAL Policies from $12.50 to 51,000.00, with premiums payable weekly 
CONDITION ON DECEMBER 31, 1923 


swisacade sees ephesecewasenbecaseshhietbasecesessepmeeeanenaosnesetes cevccces $36,916,613.75 
Dienitieios £66:60065606006s. 608600 060 ceesenes ence seenoeneDerecoese ecccce sccceccccccces 32,973,207.24 
Capital and Surplus.............cececeeecerscccecseneeeeers ionane eccccccccccccccce 4,543, 406.51 
Insurance in Force..........cccccccccccceccscssececccees sbseesecerasoces cecccccosce 255,168.568.00 
Payments to Policyholders......... ...csesceeeseeccceccereccceeceees ecccccccescee  2,606,034.43 
Total Payments to Policyholders since Organization............0..++s0ssseeeees 32,747,605.38 


TOHN G WALKER President 





























E, 
GEO. T. SMITH, Vice-President 
DUNBAR JOHNSTON, Secretary 





The Colonial Life Insurance Co. of America 


Whole Life, Limited Payment and Endowment SOLD 


NEW THROUGH 

orDINARY J High Value ITS OWN 

POLICIES Attractive and Novel Features AGENCY 
Low Cost STAFF ONLY 


Which, with especially favorable Industrial Contracts, 
give Agents unsurpassed money-making —! 


J. HEPrENHEREER, Presiden 


HOME OFFICE, JERSEY CITY, N. J. 


oe NETTLESHIP. 2nd Vice-President 
iy = DROW Asst. Sec’y and Asst. Treasurer 








THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has 
a record of EIGHTY-ONE YEARS of prosperous and suc- 
cessful business. It has passed through panics, pestilence 


and wars unharmed, and to-day, as a result of eight decades 


of endeavor, offers financial strength, reputation, magni- 


tude, leadership, and life insurance service. 


Those considering life insuranee as 


a profession are invited to apply to 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street New York 
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Associations Act On 
Half-Premium Policy 


PHILA. ON HALF-PREMIUM FORM 





Doesn’t Object to Contract But Thinks 
Name Is Bad; Pass No Resolution 
on Policy 

The New York Life Underwriters As- 
sociation has received word that action 
similar to that taken by the New York 
Association has been taken on the sub- 
ject of the half-premium policy by the 
following associations: Rochester, Utica, 
Syracuse, Buffalo, Minneapolis, St. Paul, 
Omaha, Davenport, New Orleans, and 
Norfolk. 


(Special to THe Eastern UNDERWRITER) 

Chicago, Nov. 11.—The Philadelphia 
Association of Life Underwriters’ execu- 
tive committee took up the New York 
association’s resolution on the half-rate 
policy and decided not to pass any resolu- 
tion on the subject. The Philadelphia ex- 
ecutive committee has no objection to the 
contract as a contract, believing that it is 
actuarially sound which it must be, or it 
could not have had the approval of in- 
surance departments. But the executive 
committee objects to the name under which 
the contract is sold as it gives the im- 
pression that it is an ordinary life con- 
tract, when, the committee says, it is not. 

So the Philadelphia committee has asked 
the managers in Philadelphia of the Aetna 
Life and Prudential to request their com- 
panies to give the contract its proper name. 
It is pointed out that the Penn Mutual has 
a somewhat similar contract which it calls 
“automatic term conversion” and there is 
no objection to that policy or title. 





ACTS ON HALF-PREMIUM FORM 





Chicago Association Defeats By One 
Vote Endorsement of New York 
Action; Up in Other Cities 
(Special to THE EASTERN UNDERWRITER) 
Chicago, Nov. 10.—The Life Under- 
writers’ Associations in different parts of 
the country have up before them the reso- 
lution of the New York Association on 
the half premium policy. Cleveland, 
Cincinnati, Boston and Chicago are four 
of these cities. In Chicago, after the ex- 
ecutive committee of the Chicago Asso- 
ciation had voted to stand by the New 
York Association in opposing the issuance 
of these policies by the Prudential and 
Aetna, a resolution endorsing the action 
of New York came up at a meeting of 
the Association itself, and it was defeated 

by a vote of thirty-three to thirty-two. 


(Special to THe Eastern UNDERWRITER) 

Chicago, Nov. 11—W. W. Williamson, 
Phoenix Mutual, is the new president of 
the Chicago Life Underwriters Associa- 
tion. He called a meeting of his new 
executive committee his afternoon and it 
was decided to draw up a new resolution 
on the half-premium policy and submit it 
to the Association. At a recent meeting 
of the Association the executive com- 
mittee’s resolution condemning the part 
time policy and endorsing New York’s 
action was defeated thirty-three to thirty- 
two. 





BISCAY LEAVES “THE PRESS” 
(Special to Tue EasteRN UNDERWRITER) 

Chicago, Nov. 10. — Secretary and 
Advertising Manager Biscay of the “In- 
surance Press,” has resigned from that 
publication and has joined the agency 
forces of the Western & Southern Life. 
He was with the “Insurance Press,” New 
York, for a number of years, and was a 
familiar figure at many insurance con- 
ventions as a “pep” speaker. He is said 
to know as many industrial insurance 
agents personally as any man in the 
United States. 








Policies at Net Cost. 


ACACIA 


A Mutual, Old Line, Legal Reserve Company, limited by its Charter to 
Master Masons only and issuing all Standard Forms of Life Insurance 








ROME Sides hows ueawe eintele RcdVrdes mesa (Over) $10,000,000 
Lowest Rates 33 Liberal Dividends 
Insurance in Force December 31, 1918.................cceeceeees $24,044,612 
Insurance in Force December 31, 1923...... edeswans rrr 





money. 





WILLIAM MONTGOMERY, President 





AN INCREASE OF OVER 500% IN FIVE YEARS 


This remarkable record is without parallel in insurance history. 
need no further proof of the fact that ACACIA Agents are writing business and making 


ACACIA MUTUAL LIFE ASSOCIATION 


Prospective agents 


Homer Building, Washington, D. C. 

















LIKES THIS PAPER 


Sydney, Australia, Oct. 1. 
Editor THe Eastern UNDERWRITER: I 
am in receipt of several copies of your 
very valuable paper for which I thank you, 
and I have very much pleasure in stating 
that I have derived considerable benefit 
studying its pages. With the information 
and instruction gained I am pleased to 
say that I have increased my sales by 50% 
and hope that as I still continue to study 
the pages of this paper I will be able to 
still increase my sales. 
I find particularly interesting your Gold 
Book. 
ManaceR Wuite, Commonwealth Life. 


a 


BRONZE MEMORIAL FOR DALY 

The family of the late Thomas F. Daly, 
founder of the Capitol Life of Denver, 
have erected a bronze memorial monument 
at his tomb in Fairmont cemetery. The 
monument comprises the figure of a 
woman; she is in deep meditation, yet 
she is resigned and seems to say: “We 
miss you but the good that you have 
done will live.’ Robert Garrison of 
Denver was the sculptor. 


MANAGER AT LOUISVILLE 
The Guardian Life of New York has 
appointed as its manager at Louisville 


Gust K. Mark. 





FAMILY FINANCE 


Home life is happier for every one when 


worry is eliminated. 


The Family Budget, developed through 
the co-operation of the whole family, elimi- 
nates unprofitable expenditures, increases 
savings, and banishes worry. 


The protection of the family, the educa- 
tion of the children, assured independence 
for old age, can all be made_ possible 
through the Family Budget. 


Women have always had these things 
at heart, but today are studying them with 
a deeper interest than ever, and the bud- 
get idea is getting recognition. 

Make a trial of the JOHN HANCOCK 


FAMILY 


BUDGET AND ACCOUNT 


SHEET, which you may have for the ask- 
ing, also additional sheets, as needed. 


A month’s trial will help you. 
months’ trial will convince you that the 


A few 


Budget helps you to make the most of 


your income. 


(7 LY 
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LIFE INSURANCE COMPANY 

° 


? BOSTON MASSACHUSETTS 


Over sixty years in business. Now insuring nearly Two 
Billion dollars in policies on 3,500,000 lives. 








George Ayars Goes 
With Phoenix Mutual 


AT HARTFORD FOR A TIME 





Slated as Manager in Western City; 
Made Hit at Los Angeles Conven- 
tion of Field Men 





(Spectal to Tue Eastern UNDERWRITER) 

Chicago, Nov. 10. — George W. 
Ayars, president of the Los Angeles As- 
sociation of Life Underwriters, who, for 
a time, was negotiating with the National 
Association of Life Underwriters to act 
as a field officer for that organization, 
has gone with the Phoenix Mutual Life, 
and for a time will be affiliated with the 
agency organization of the company in 
Hartford. 

After training there, it is understood 
that he will be made an agency manager 
ot the company in an important Western 
city. He will be in Hartford for some 
months. 

Mr. Ayars, who has been with the New 
York Life in Los Angeles, really sprang 
into prominence at the convention oi the 
National Association of Life Underwrit- 
ers in Los Angeles, where his personal- 
ity made a deep and most favorable im- 
pression not only because of the man- 
ner in which he interested the insur- 
ance men of the town in the convention, 
hut he also made a hit as a lawver in 
the littke drama which he and Louis 
Ullman prepared as a feature of that 
convention, 

Mr. Ayars at one time was on the 
stage. This drama, which had the audi- 
ence in tears, is to be produced in vari- 
ous cities under auspices of Life Un- 
derwriters’ Associations, including that 
of New York City. 

About the first of September, Mr. 
Ayars was in New York City, where he 
became acquainted with a number of 
the important general agents of the city. 


MAY REVIVE ROME, GA. CO. 





State Mutual of That City Has Been 
In Hands of Insurance Department 
for Nine Years 


The question whether the State Mu- 
tual Life of Rome, Ga., should be re- 
organized or reinsured was put up to 
the policyholders of that company by 
Insurance Commissioner W. A. Wright 
by mail and the responses received are 
in favor of the re-establishment of the 
company. Its affairs have been in the 
hands of the insurance department for 
the past nine years. 

Although no new business has been 
written since the company’s affairs were 
turned over to the department, there is 
still $7,000,000 of insurance in force and 
the assets amount to $3,000,000. All 
claims and collections have been handled 
through Hamilton Yancey, special 
deputy, named to take charge of the 
company. 





EARNED HIGH INTEREST RATE 





Connecticut General Interest Return on 
Invested Funds Above Average 
for Companies 


The rate of interest earned on invested 
funds by the Connecticut General Life is 
considerably higher than the average 
earned by all’ companies reporting to the 
Connecticut Insurance Department. The 
average rate was 5.13% and the Connecti- 
cut General’s rate was 5.77%. 

The company has shown correspond- 
ingly favorable interest earnings, as com- 
pared with all companies, during twenty- 
eight of the past twenty-nine years. 

The Connecticut General converted to 
permanent insurance a million and a quar- 
ter of term insurance during a recent 
campaign of one month’s duration. This 
was the largest amount ever converted in 
one month by the company, being about 
half a million more than the company’s 
monthly average. 
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Metropolitan Life 
Makes Cancer Study 


OFTEN FOUND IN EARLY LIFE 
Some Forms More Frequent in Chil- 
dren; a Greater Menace to Life 


Now Than Ever. 

with 
that the most persons do not 
know that a 


Cancer is so often associated 
adult life 
considerable number of 
these deaths occur among children and 
and that, 


cancer 


adolescents; 
of the 


for certain parts 
actually 
most as frequently in children and adol 


body, occurs al 


escents as in adults. This was disclosed 
in a study of 
statistical 
Lite, the 


cancer data made by the 
Metropolitan 
results of which are 
that company’s “Statistical Bulletin.” 
In a study of 90,175 deaths from can 


cer among 


division of the 


viven in 


Metropolitan Industrial pol 
icyholders in 
I Wa 


a period of twelve 
discovered that 1,910 were those 
of persons under 25 years. The type of 
mahgnant growth known = as 
was responsible for most of these 
deaths of young people. 
Phe organs or parts of the 
frequently attacked by 
growths im early life were the brain, the 
bones, the kidneys and suprarenals and 
the lung and pleura. One-third of all 
brain occurred 


under 25: ol bone 


years, 


sarcolna 


body most 
malignant 


cancers among person 
cancers and those ot 
suprarenals, 25 per cent. 
under 25; and of the lung and 
pleura, 12 per cent 

In the case of brain cancer, 


the kidneys and 


were 


particu 
larly, diagnosis based on clinical symp 
toms 1s uncertain and the percentage of 
error is high. It is more than possible, 
however, that such errors are counter 
balancing (or nearly so) and that. the 
cancerous nature of brain lesions is un- 
discovered in fully as many cases as the 
cause of death is erroneously certified 
as due to cancer. One of the foremost 
among American authorities on cancer, 
Dr. francis Carter Wood of the Crocker 
Institute of Cancer Research, 
that malignancy in the 
demonstrated on 
where it had not 


states 
brain js often 
autopsy in instances 
been diagnosed clin 
ically, while, on the other hand, lesions 
which appear, clinically, to be malignant 
vrowths, prove on autopsy to be ab 
scesses rather than tumors. These er 
rors of diagnosis, moreover, are as com 
mon to one age group as to another and 
do not in any way invalidate our figures 
as to the relative frequency of deaths at 
different periods of life. It is obvious 
that more autopsies and more diagnoses 
based on microscopic findings are need 
ed to clear up this subject. 

It has been recognized, also, that bone 
cancers are often associated with ano 
mahes in the growth and development 
of the bones, which accounts, doubtless, 
for their frequent occurrence in. chil 
dren 

Tumors of the kidney are divided by 
specialists into two distinct groups, one 
of which occurs almost entirely 
children. These are 
which are difficult to classify and may 
be called, even by experts, either sar 
coma or carcinoma. Many of them have 
to be thrown into a group of tumors 
arising from congenital remnants as 
they show elements evidently derived 
trom embryonic kidney structures, em 
bryonic nerve structures, etc. These 
data offer some explanation of the high 
prevalence of kidney malignancy among 
children. 

The frequency of cancer of the sup 
rarenal glands in young children, and 
even in intants, has been recognized by 
eminent authorities, one of whom states 
that 34 per cent. of his cases occurred 
in infancy and childhood. 

Even when all proper reservations are 
mace as to chance for faulty diagnosis, 
without autopsy or microscopic confirm- 
ation, the fact remains that the frequent 
occurrence of cancer in early life is an 


among 
complicated tumors 











Massachusetts Mutual. 


to any real worker in the field. 








A Company With Friends Everywhere 


The agent who is selling insurance in this Company, which for seventy- 
three years has been rendering unexcelled service, does not work alone. 
Wherever he may be, he finds enthusiastic friends ready to help him by 
testifying that there is no better company in the land than the old 
Its enviable record for service and the low net 
cost of the protection furnished make a combination that assures success 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 


Incorporated 1851 


MUTUAL 

















important 
realized by 


phenomenon, and this — is 
comparatively few laymen. 


Greater Menace Than Tuberculosis 


It will come as a further surprise to 
most persous to be told that at the pres 
ent time a man or a woman is more 
likely to die of cancer than of tuber 
culosis. ‘This will appear at first thought 
as a paradox in statistics, because the 
death rate from tuberculosis is, as yet, 
a litthe higher than that for cancer. In 
1922, tor example, the tuberculosis death 
rate in the Registration Area was 97 
per 100,000, while that from cancer was 
87. Nevertheless, it is true that a child 
having once reached 10 years of age is, 
according to present indications, in 
greater danger of dying ultimately trom 
cancer than from tuberculosis. ‘The ex 
planation of this somewhat astonishing 
tatement lies im the fact that tuber 
culosis claims its victims heavily in early 
adult lite, whereas cancer does not be 
gin to do its most deadly wors until mid- 
dle life. In an actual population, tuber 
culosis has relatively inaterial to 
work on than cancer, and the proportion 


More 


of the two death rates does not repre 
sent the “betting odds” that a child of 
10, for example, will eventually die of 


tuberculosis or of cancer, as the case 
inay be odds ean be calculated 
by the construction of a “hfe table,” 
and by then segregating the tuberculosis 
and cancer deaths from all deaths, and 


Lhese 


constructing truncated life tables with 
the remainder. 
At age of 10, for males, the prob 


eventually from cancer 
That is to say, of 100 males 
at that age more than 8 will eventually 
die from cancer. The probability of 
eventual death from tuberculosis, on the 
other hand, was only .0684, which in 
dicates that less than 7 out of 100 will 


ability of dying 
was .0837. 


die from tuberculosis. The cancer 
probability for males was, therefore, 22 
per cent. in excess of that for tuber 


culosis. 
For females at age of 10 the 
of cancer probability was 


measure 
1132 and for 


Ist Dividend 


3rd Dividend 


Guardian Raises 
Dividend Scale 


INCREASES AS HIGH AS_ 12% 
Company Lewes 1 Net Cost by Further 

Advancing Apportionment on 

Policies for Next Year 

Vice-President T. Louis Hansen of the 
Guardian Life Insurance Company of 
America has just announced to the Field 
orce an increase in the dividend scale 
voted for 1925. The new scale is higher 
than that of 1924 as is shown by the at- 
tached comparative statement. It indi- 
cates an increase in such dividends rang- 
ing from 2% to 12%. 

Another interesting Guardian announce- 
ment is the feature of the rate of interest 


allowed for 1925 on sums held by the 
company for the credit of policyholders 
under dividend = and policy settlement 


options. In 1924 the rate 


now it is 5%. 


was 4.80% and 


Sth Dividend 10th Dividend 
Inc. Old New Inc. Old New Inc. 
11% $4.49 $4.97. 11% $5.06 $5.51 % 
10 5.33 5.80 g 6.16 6.59 7 
7 6.76 y ai 7 7.96 8.36 5 
5 9,21 9.64 5 10.83 11.19 3 


20 PAYMENT LIFE 


Age Old New Inc. Old New 
SD asbisheoseeats $4.10 $4.60 12% $4.29 $4.78 
Ds bovis eeawene 4.75 5.25 11 5.03 5:51 
WS), ds da cee ae ee ee. 6.36 8 6.30 6.77 
OP Gost artavens 7.94 843 6 8.57 9.03 
SS Sevsiiensenves 4.72 5.21 10 $12 5.59 
BE: satkaG-sktons@aee 5.38 5.87 9 5.86 6.33 
WP sctwdvenw renee 6.41 6.90 8 7.01 7.47 
Be. sock Saas 8.31 8.80 6 9.06 9.51 

20 YEAR E 
DD isetastsaskacacteee 6.35 8 6.62 7.07 
WRAPS yt 6.23 6.72 8 6.98 7.43 
De casxshebeanaen 6.93 7.41 4 iad 8.18 
BS) cAveeacssae see 8.52 9.00 


a 
© 
be 


Research ‘Visbeailide 


(Continued from page 6) 
some time and if so do not be discour- 
aged,” he said. “If you continue you are 
sure to come out into the daylight.” 
Part of this afternoon’s session was de- 


voted to a discussion of agency costs 
which has been made by the bureau. 
Reports were made and charts were 
shown from data collected from more 


than three hundred es representing 
at least twenty companies, both large and 
small. The discussion was introduced by 
M. A. Linton, Provident Mutual, and 
charts were shown and explained by As- 
sistant Manager Miles of the bureau. It 
was announced that the figures were ten- 
tative and experimental, the reporters 
present being requested not to print them. 


PROMOTE F. L. ‘KEENAN 


Frank L. Keenan, manager of the Kansas 
City Agency of the American National 
of Galveston, Texas, has been promoted 
to the position of Supervisor of Agents, 
Ordinary Department, for the states of 
Missouri, Kansas and Oklahoma. 


tuberculosis .0606. Here the cancer 
probability was 87 per cent. in excess of 
the chance of eventual death from 
tuberculosis. 

The excess of the probability measure 
for cancer over that for tuberculosis in- 


creases decidedly with advancing age. 


9.82 








Pennsylvania 


forty per cent 


lives, 








have matured. 


Provident Mutual 


Life Insurance Company of Philadelphia 





VER 
( Provident Mutual is upon the lives of old policyholders 
who not only evidence their satisfaction by insuring their own 
but by recommending the Company tc their friends. 


SPECIALLY valuable to the agents of the Provident Mutual 
E is the active good will of those whose Old Age Endowments 


Founded 1865 


the new business of the 

















9 5.54 5.99 8 6.75 715 6 
8 6.38 682 7 7.84 = 8.21 5 
7 7.66 8.09 6 9.44 9.79 4 
5 9.82 10.23 4 11.86 12.18 3 
NDOWMENT 
7 7.44 7.85 6 9.78 10.08 3 
6 7.80 8.21 5 10.14 10.44 3 
6 8.57 8.98 5 10.90 11.20 3 
5 4 2 


5 10.23 10.64 12.61 12.81 


EQUITABLE OF IOWA GAINS 


Sutphen Agency, Pittsburgh, Leads with 
T. B. Williams, Philadelphia, Head- 
ing Individual Producers 
The Equitable Life of Iowa has written 
$52,729,713 of new paid-for insurance dur- 
ing the first ten months of the year. 
This is a gain of $4,821,029 over the net 
approved business written during the 
same period last year. The company 
wrote paid-for business totaling $4,912,- 

237 during October. 

The H. S. Sutphen agency of the 
equitable Life of lowa at Pittsburgh led 
all agencies of the Equitable Life of 
lowa during October with $315,000 paid 
for, The M. H. Zacharias agency, of 
Detroit, was the second high agency in 
the company during October, having a 
paid-for production of $280,500. Other 
leading agencies in the company during 
the month were: Rice & Tyson agency, 


of Harrisburg, $221,562; A. D. Wallis 
agency, of Philadelphia, $192,500; and 
the P. R. Wendt agency, of Newark, 
N. J., $180,000. 


A paid-for production of $118,000 gave 
T. B. Williams, of Philadelphia, first 
place among all agents of the Equitable 
Life of lowa during October. This rep 
resents his paid-for record for the month. 
Mr. Williams also wrote a large volume 
of other business which was not included 
in the paid-for figures of his company 
for October. Between October 1 and 
October 31, he wrote and had examined 
fifty-eight cases, totaling $210,000 of in 
surance, an average of $3,600 per case. 

Second place in personal production 
among agents of the Iquitable Life of 
Iowa went to C. G. Loucks, of the De- 


troit agency, with $100,000 of paid-for 
business Other leaders in individual 


production were: C. R. Reed, of the 
Pittsburgh agency, with $90,750; L. K. 
Weaver, of the Canton agency, $46,500: 
and DD). H. Swartz, of the Detroit agency, 
$43,000. 


GENERAL AGENT ON COAST 


Robert W. Fowler, former general 
agent in charge of the home office agency 
and the largest personal producer for the 
Lincoln National Life in 1921, is now es 
tablished in San Francisco as manager of 
the San Francisco agency of the Lincoln 
National Life. Mr. Fowler has a wide 


acquaintance on the west coast and should 
be a strong factor in developing that sec- 
tion of the 
Manager H. 


State for California State 
G. Everett. 
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Managers’ Conference 
Planned for Newark 


MAY HAVE AGENTS’ BODY TOO 


Idea Discussed at Luncheon to Welcome 
General Agent Hartmann to New 
Jersey Field 


A friendly spirit has invaded the camp 
of life underwriters in Newark, N. J. 
This friendly spirit made its appearance 
at the Newark Athletic Club last Satur- 
day at noon when thirteen representa- 
tives of twelve life insurance companies 
doing business in Newark gathered at a 
luncheon tendered by Stuart B. Rote, 
general agent of the Connecticut Mu 
tual Life, to extend the hand of fellow 
ship and make welcome to the local life 
underwriting fourteenth 
Thomas It. Hart 
mann, newly appointed general agent of 
the New England Mutual Life for that 
territory. 


fraternity a 
member of the party, 


making Mr. Hartmann 
acquainted with those of the other gen- 


\side from 


eral agents working in the Newark ter 
ritory who were present, this luncheon 
than half of 
the guests of Mr. Rote to meet for the 


first time 


made it possible for more 
fellow general agents. Prac 


tically all those attending the Newark 


welcome to Mr. Hartmann had to intro 
duce themselves to the others. They 


were just as much strangers as Mr. 
Hartmann. 

A possibility seen in the luncheon is 
the formation of a local general agents’ 
conference. It was discussed and an 
other get-together will be held in De 


cember when more of the local life men 


will be present and at which time the 
subject will be more thoroughly gone 
over and plans made for bringing the 
conierence into being. A. still further 


possibility is the formation of a North 
Jersey Life Underwriters Association. 
The question was touched on during the 
luncheon. 

There is no life men’s organization 
in Newark, which no doubt accounts for 
the generally acknowledged cold and 
indifferent situation obtaining among 
life insurance general agents, managers 
and agents in Newark. It is not a new 
condition. kor years Newark has been 
referred to as a.sepulcher for rate book 
carriers. In fact when Mr. Hartmann 
was appointed by the New England Mu 
tual Life as its general agent he was 
told he would find the winters and sum- 
mers in Newark mighty cold as far as 
fraternity was concerned. 

It is easy to imagine his surprise 
when he received an invitation to sit in 
at a luncheon being tendered by a man 
whom he did not know which had as its 
purpose the welcoming of himself to 
Newark. That was something new, and 
it remained for one of the newer gen- 
eral agents in Newark to put the thing 
across. It was a fine thing for Mr. 
Rote to do, and he has builded far bigger 
than he thought if the germ which ap 
peared at the Newark Athletic Club 
luncheon spreads about the Northern 
New Jersey territory, and there is every 
indication that it will. 

There was an-appetite for fraternity 
among those present which will only be 
satisfied with some sort of organization 
permitting of the presentation and dis- 
cussion of problems common to _ that 
territory. Membership in outside asso- 
Ciations, according to this sentiment, is 
not productive of results which can be 
achieved through an organization hav- 
ing direct contact with the immediate 
field. 

Being the home office of two of the 
most prominent life insurance compa- 
nies, the Prudential and the Mutual 
Benefit Life, there should be unques- 








A Unique Policy 
to Offer a Prospect 


Both the scope and the liberality of the unusual benefits con- 
tained in our Triple Indemnity Policy with the non-cancellable 
Accident Disability Endorsement, make it in truth “A Policy 
You Can Sell.” The Triple Indemnity feature is exclusive and 
distinctive ; so is the Accident Disability provision. 


Illustration: Single, Double, and Triple Indemnity of $5,000, 


$10,000 and $15,000, carrying non-cancellable Accident Benefits 
of $50 per week. 


Literature will be sent on request to anyone 
sufficiently interested to ask for it. Also, infor- 
mation concerning available territory now open. 
Address Hon, Eugene E. Reed, Vice-President. 


United Life and Accident Ins. Co. 
UNITED LIFE BUILDING 


CONCORD NEW HAMPSHIRE 























tioned friendliness among field men in 
Newark, and the rainbow, the 
of which can now be 
brought into full view. 

Those attending the 


White, John Hancock; 
corner Jr., Acacia Mutual Life. 
should be Kegrets that other 
vented the 
invitation 


secn, 


acceptance of Mr. 
Hartmann wel 


were received from the 
come luncheon were: William Munson, lowing: Ernest D. Finch, 
State Mutual; Thomas [. Hartmann, State; W. W. Garrabrant, 
< 


vVew England Mutual; Stuart B. Rote, 
Connecticut Mutual; Paul R. 
[equitable Life of lowa; 
ler, Provident 


Messrs. 
Prudential; R. B. 
Benefit; I’. TH. Lewis, 
Mutual Life; J. J. 


General Life; 
Wendt, ‘The 
Henry H. Beid 
Mutual; Ik. W. Fortiner, 


( ‘ornish, 


Schwaniger, 


Union Central Life; John R. Rogers, Life; George Hl. Simonds, Home Life; 
The Travelers; P. H. Levesen and Max M. E. Bay, Guardian Life; Orlen L. 
Harmelin, Columbian National Life: Gooding, Northwestern Mutual Life; 
Hloward C. Lawrence, Lincoln National Albert Schurr, North American Life, 
Life; Vred G. Dexter, Mutual Life; Ed- and Henry W. Maull, Equitable Life 


win N. Bruns, New York Life; Assurance Society. 


Fred | iebe rich, 


arrangements pre 
Rote’s 


fol 


Missouri 
Connecticut 
Van Vilet & Keer, 
Mutual 
Massachusetts 
Aetna 








Wm. A. 

50 97 of the new business 
" % issued by the North- 

western Mutual Life Insurance Company, 

of Milwaukee, Wisconsin, was upon appli- 

cations of members previously insured in 

the Company. 
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Northwestern Mutual Life Insurance Co. 


Milwaukee, Wisconsin 
W. D. Van Dyke, President 
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Eureka-Maryland’s 
New Educational Form 


FOR CHILDREN AT ALL AGES 


To Be Issued in Units of $800 or 
Multiples, Without Medical Ex- 
amination; Its Features 


The LEureka-Maryland Assurance of 
Baltimore has brought out a new con- 
tract to be sold as an educational policy 
for children, ‘The policy will be issued 
upon lives of children from ages zero 
to thirteen years, inclusive, and will ma- 
ture for its face amount at age of 
eighteen, 

it will be issued in units of $800 each, 
payable at maturity in four equal an- 
nual installments of $200 each. This 
method of payment has been adopted to 
provide a tund for the education of the 


child; however, in lieu of payments in 
installments, settlements will also be 
made in a lump sum if desired. 


Should the child die 


during the en- 
dowment period, 


the corporation will re- 
turn all the premiums paid on the policy 
up to the time of death, excluding the 
first, and, in addition thereto, will pay 
under the first unit a liberal death bene- 
fit, depending on the age at death and 

ded to $800 at age eighteen. 

Applications will be considered for one 
unit and for as many additional units 
as desired——with medical examina- 
tion in any form. 

if at maturity it is not intended that 
ihe child continue its studies and there- 
fore climinating the necessity for mak- 
ing any provision for a coliege educa- 
tion, the corporation will issue on the 
life of the child, if insurable, a fully 
puld-up policy in the amount of $2,700 
for each unit covered under the policy. 


HONOR EQUITABLE OFFICERS 


Western sisi District Starts Cam- 
paign for November Production 
Under Ben. F. Shapro 


fhe western inspection district of the 
I'quitable Life Assurance Society under 
Agencies M. C. Meltzer has - 
production demonstration for 
this alo in honor of the following four 
vice-presidents of the Society: 
Westiall, krank H. Davis, W. E. 
and John A. Stevenson. 
ture has been prepared by Ben. F. 
Shapro, agency manager, Oakland 
agency, who is conducting the campaign. 

lhe agencies which are participating 
are the M. H. Casey office, Los Angeles, 
Oakland, Portland, Spokane Rocky 
Mountain, Tri-State, and western Wash- 
ington. 


nap ctor ot 
ged a 


Taylor, 
Special litera- 


MISS SHAPIRO MAKES CHANGE 
Leaves Huff Agency of Travelers; Has 
Not Yet Decided on Future 
Company Affiliation 





Miss Mary Z. Shapiro, who has been 
one of the leading women producers in 
the country, writing through the Perez 
I’. Fluff agency of the Travelers in New 
York, has severed connections with that 
agency and will take a short vacation. In 
a communication to [THe EASTERN UNDER- 
WRITER Mis s Shaprio says: 

“My plans briefly are to close out and 
pay for pending business in this office, 
take a brief vacation and resume very 
active and intens ive soliciting the first of 
the year. I am also bt usy at present lining 
up a number of valuable prospects who 
will Ss ready for closing the beginning of 
19 I cannot say just where I will 
make my new office as I have not yet 
closed with any other general agency nor 
decided what company to make my leader. 
Am very optimistic about next year’s busi- 
ness, and am looking forward to writing 
and paying for a large volume.” 


The National Life of Toronto recently 
entered Michigan and has appointed M. 
C. Gray district manager at Detroit. 
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Program Idea Shown 
By Actual Coverage 


POLICY ANALYSIS OF A CASE 


Discussion of Insured’s Circumstances 
Shows Adequacy of Line of Insurance 
Protection 





With a large proportion of life insur- 
ance salesmen working on the program 
idea it is of special interest to learn how 
individual cases have been worked out. 
The Northwestern Mutual Life has 
selected the following case to illustrate 
the program plan in operation: 

The insured, aged 29, has a wife, aged 
25, and a boy, aged three months. The 
mother and mother-in-law of the in- 
sured, widows, are financially independ- 
ent, both made so largely through life 
insurance. The insured’s annual in- 
come is known to be approximately 
$5,200. The total life insurance carried 
is $30,000 ($28,000 ordinary life, $2,000~ 
30-year endowment.) The current an- 
nual premium is $455.00. In addition, 
the insured carries, under separate poli- 


cies, accident and health and non-can- 
cellable income insurance, $150,00 
monthly income, at an additional annual 
cost of $70.00. This makes the total 


yearly insurance cost $525.00, or approxi- 
mately 10 per cent. of the insured’s 
annual income. 

This introduces the 
percentage of total 
expended for life 
cent. is low; 


question of what 

incomes should be 
insurance. Ten per 
fourteen to fifteen per cent. 
would be more in keeping with a $5,000 
income. But it should be borne in mind 
that $4,500 of this insurance is over ten 
years in force; $20,500 is over five years 
in force; and only $5,000 comparatively 
new. lf a man aged 29 earning $5,200 
yearly were buying today $30,000 of in- 
surance ($28,000 ordinary life and $2,000 

30-year endowment) the first annual 
premium would total $701.00 or 13% per 
cent. of his annual income. Include the 
accident and health and non-cancellable 
income policies, and the total premiums 
would be approximately 15 per cent. of 
the annual income. This seems to indi- 
cate that the insurance program outlined 
above is within the means of any $5,000 
man aged 29, even if the insurance is 
bought at that age and not at a younger 
age as in this case. 

The adequacy of the amount, how- 
ever, was established when the options 
of settlement were endorsed on the va- 
rious policies. In addition to the $30,000 
of insurance, investments of the insured 
were reported as yielding $50 a month. 
The policies were handled as follows: 
$2,400 was made payable in cash to the 
wife; $1,000 in cash to the mother; $27,- 
000 was put undtr Option “A,” with the 
privilege to the beneficiary of changing 
not more than $2,000 to Option “B” in 
12 monthly installments and not more 
than $15,000 to Option “B” in 240 month- 
ly installments. The remaining $10,000 
is to be held under Option “A” until 
the beneficiary reaches the age of 50 
at which time she is to have the privi- 
lege of changing to Option “C.” 

If the beneficiary chooses to leave the 
$27,000 under Option “A,” during the 
first year her income payable monthly 
in advance ($2.47 per $1,000) would be 
$66.69, the first payment due at the end 
of one month, plus the $50 from invest- 
ments, or $116.69. With the twelfth 


monthly payment of interest there will 
be included the first monthly payment 
of such dividends as may be appor 


tioned at that time. Under the 1925 
scale, $41.04 ($1.52 per $1,000) would be 
added during the second and subsequent 
years, bringing the monthly income to 
$157.73 including the income from in 
vestments. ’ 
If the beneficiary 
$2,000 to Option “B” 
stallments, 


chooses to change 
in 12 monthly in- 
her monthly income, if the 


change is made in the first year, would 
be $280.75 and during the second 


$149.75. 


If the beneficiary chooses to change 


to ‘Ceien 3B” » $2.00 i in 12 r ised $15,000 
in 240 installments, the monthly income, 
if the change is made in the first year, 
would be $326.35 and $193.85 during the 
second year. 

The range of choice made possible for 
the beneficiary precludes the necessity 
of a so-called educational policy or stipu- 
lation. If she elects the privilege of 
changing to Option “B,” the monthly 
income derived is ample to provide for 
her and for the son’s education. 

The son was named contingent bene- 
ficiary. 

In the event of the death of the bene- 





viving, that part of va insurance pay- 
able under Option “A,” which will be at 
least $10,000 according to the plan out- 
lined, is to be continued under “A” with 
privilege, after he has attained the age 
of 25 ye ars, of surrender of one-half of 
the amount with the same privilege as to 
the remainder at age 30, with the further 
privilege in any event of surrender or 
commutation at age 35. It should be ob- 
served that in the event of the death of 
the beneficiary while receiving payments 
under Option “B” or “C,” the contingent 
beneficiary would continue under such 
options in accordance with their terms 


ing upaid, with the privilege of commu- 
tation. If the beneficiary had not cho- 
sen to exercise her privilege of changing 
either the $2,000 or the $15,000 to Op- 
tion “B,” the contingent beneficiary 
would not then be committed to the 
terms of those installments but would 
receive interest on the full proceeds in 
the company’s hands, subject to surren- 
der or commutation as indicated. 

In this case it was directed that in 
the event of the death of the survivor 
of the insured, beneficiary and contin- 
gent beneficiary, the proceeds in the 





company’s hands be paid in one sum to 
insured’s mother if living. 
gem 
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7} FOUR BLIND MEN 
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LN 5) seins the year ending June 30, 1924, four blind men attained membership in the 
z= “Two Hundred Thousand Dollar Club” of the New York Life Insurance Company 
¥ 


ficiary, the contingent beneficiary sur- as to any stipulated installments remain- the 
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“3| Their names, Branch Offices and records of paid insurance were as follows: 

/ 

> Juuius Jonas, 42d St. Branch, New York City.....0............ $215,500 

mi S. R. Hurr, Youngstown, Ohio, Branch. .................0.5. 300,916 

A Pais. Kune, Kooxville, Tenn. Branch. ....... 60s ce0s.seedeces 406,405 

wh S. W. KaurMANN, Manhattan Branch, New York City......... 515,750 

{ The 1924 $200,000 Club Class contained 929 members. These are the largest writers 


4/| of business in the Company’s agency force of 8,500 men. 


Three of these four blind men were 
“| among the 300 largest producers in the Club. 


# Their records ought to make the blood of every life insurance man tingle, and be to him 
*\ f 


| «clarion call to duty. They ought to shame every agent who, with health and all his senses, 
“| does not make a good living. 


N The fault, dear Brutus, is not in our stars, 
A But in ourselves, that we are underlings.” 

ZA What is their secret? Is it the character of the Company they work for-—its history, 
» | policies, management? Quite likely that had something to do with it, but that is in the kit 


#| of every agent. The secret lies deeper than this. 

MA, 

<4 The first named of these four men, in addition to his work as agent, has interested himself 
*. | in publications for the blind, and finds in this service great satisfaction. He in effect revealed 
7 | his secret when he said at the Club meeting in September: 

™ 

i “If I could recover my vision and had at the same time to go back to my old 

S, — 

= state of mind, I would much prefer to be without the so-called vision and 

a enjoy the contentment I now feel.” 

aN 

~~ )) ‘ » - F - . ‘ ~ 

a Does the secret then lie in a state of mind? And did he and his fellows achieve that 
> renity of mind through unselfish service? It looks that way. And they all achieved 
Te 

Br success, too. 

= 

™ 

<f ; 7 ; — 

a An.agent must reach that serenity of mind to be highly efficient and happy. All men 
| can keep within hailing distance of Mr. Jonas by insuring their lives for the protection of 
we 


‘(| their families. That is unselfish service, and it brings real joy. If you (meaning agents, 


#/| the uninsured and the half-insured) feel sometimes like shirking, remember these Four Blind 
Men and get a new grip on yourself. 


NEW YORK LIFE INSURANCE COMPANY, 


DARWIN P. KINGSLEY, President. 
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High Percentage of 
Investment Risks 


LIFE INSURANCE IS 


BETTER 





Vice-President Woodward of Connecti- 
cut General Shows Big Losses From 
Stock Investments 





Charles G. Woodward, financial vice- 
president of the Connecticut General, 
recently the secure finan- 
cial position of men who invest in life 
insurance, touched upon the risks as- 
sumed by people who buy securities in- 
differently in the hope of gain. 

According to Mr. Woodward, the lat- 
ter group have invested largely in stocks 
of industrial corporations organized 
within the last ten years or so The 
Harvard School of Business Administra- 
tion recently studied the price fluc- 
tuations of the preferred stock of these 
concerns and following this published 
some startling facts in the Harvard 
Business Review. 

The survey included all industrial pre 
ferred shares of importance issued 
since January 1, 1915. There were 607 
such issues. Within eight years 70 is- 
sues had completely disappeared. Nom- 
inal or actual quotations could be found 
for the remaining 537 issues. The mean 
issue price was 99. The average price 
for the group had dropped in 1923 to 
70%. These figures suggest the heavy 
loss of indiscriminate investing. 

The character of the investing public 
has changed as a consequence of the 
war. The number of investors has in 
creased from three to twenty millions. 
These new investors in many cases have 
been victimized by security salesmen of 
two types, those who misrepresent an 
actual company and those who sell se 
curities of a company which does not 
exist. Estimated losses to the inves 
tors have increased from $250,000,000 in 
1914 to $1,000,000,000 in 1923, with con 
sequent inroads on the working capital 
of the Nation and unrest suffered by 
the individual victims. 

Up to this time no effective measures 
have been found to cope with these pro 
motion schemes, as under our constitu- 
tional system companies can get. their 


in discussing 


charters from one state and sell their 
securities in another. In such cases 
there is litthe or no control over the 
company. The Blue Sky laws applying 


to the licensing of securities have 
availed little as no state can regulate 
or penalize operations in a neighboring 
state. 

It has been urged as a remedial meas- 
ure that a Federal law be enacted by 
which the issuance of securities could 
be regulated as is interstate commerce. 
Companies purposing to issue securities 
and use the mails would be required to 
file with the Federal Government full 
information as to their affairs. 

For additional protection against de 
ception it is suggested that provision be 
made to hold the management of com- 
panies criminally liable for fraud, and 
civilly liable to those injured through 
Misrepresentation of facts, either inten- 
tional or negligent. 

There is genuine need for enactment 
of some such Federal law to protect the 
investing public. 





JACKSON MALONEY 
Vice-President 








[Insurance institution. 





LIBERAL TREATMENT 


of Policyholders, exemplified in its history of 


NON FORFEITURE 
AND 
RETROACTION 


is a fixed principle with this 79 year old pure Life 


THE MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 


NEWARK, NEW JERSEY 








PHILADELPHIA LIFE INSURANCE CO. 


Home Office Building: 
111 NORTH BROAD STREET, PHILADELPHIA, PA. 
President, CLIFTON MALONEY 
ONLY HIGH-TYPE MEN AND WOMEN CAN OBTAIN CONTRACT 
TO REPRESENT THIS COMPANY. 
FOR SALESMEN AND SALESWOMEN OF SUCH TYPE WE HAVE 
AN INTERESTING CONTRACT TO OFFER, BACKED BY 

REAL CO-OPERATION. 


Experience Under 
Disability Clause 


ACTUARIES DISCUSS FEATURE 
Number of Claims Not More Important 
Than Duration of Disability in Con- 
sidering Cost 


Among the subjects discussed at the 
recent joint meeting of the Actuarial 
Society of America and the American In 


stitute of Actuaries, at  lrench Lick 
Springs, was the writing of disability 
benefits with life insurance policies. This 


is something of comparatively recent de 
velopment and new information on this 
subject of particular interest was brought 
out by J. D. Craig, actuary of the Metro- 
politan Life, who spoke of the experience 
of that Company in the most recent years, 
showing that at the lower ages its number 
of claims was much higher than by the 
Hunter’s table, but dwindled off at ages 
over 55 to about the Hunter table. The 
experience agreed with all previous ex- 
periences, that tuberculosis was by far the 
largest single cause of disability. Ile also 
called attention to the fact that disability 
henetits had been regarded as an addition 
to life policies of minor importance, but 
he found that if the cost was compared 
with the cost of term insurance, for the 
same period, that is ending at age 60, it 
amounted to approximately 20 per cent 
of the cost of the term insurance. 

A statement from Mr. Pipe. who was 
not present, was presented, giving a little 
of the experience of the I. O. O. If. which 
also showed heavy disability claims. This 
tendency was contirmed also by Mr. Mar- 
shall, speaking of the experience of the 
Provident Mutual. Mr. Marshall further- 
more called attention to the fact that the 
cost of the disability was not as high as 
seemed on the face, in the case where 
policies had the three months clause, since 
in all cases reserves by the Hunter table 


were required to be set up for disabled 
lives ,whereas such reserves were much 
too high in the case of disabilities that 
came in because of the three months 
clause. Mr. Hunter also spoke, emphasiz- 
ing this last point. In this he called atten 
tion to the fact that we should look, not 


only at the number of claims, but at the 


probable duration of the disability. 


SECRETARY SOUTHERN STATES 
Clarence J. Hill, Long With Atlanta 
Company Succeeds Robert F. 
Moore in Office 
The Southern States Life directors have 
elected as secretary of the company suc- 
ceeding the late Robert If. Moore, Clarence 
J. Hill, who has been with the company 
since its organization. Since 1923 he has 
been assistant secretary and general office 

manager. 
Mr. Hill was born in Atlanta in 1889 
and started his business career as an office 


boy for Wilmer L. Moore & Co.,, dry 
goods merchants and when the Southern 
States Life was organized he went witil 


Wilmer L. 


Moore, its president. 


The Farmers National Lite of Chicago 
has entered Oklahoma, appointing B. 1 
Head, Sr., a banker, as general agent 


The Indianapolis Life, which recently 
entered Towa, has appointed the Spratt 
& Clausen agency at Des 
general agent. 


Moines as its 





, Two Home Office 


Men Go Into Field 


FOR LINCOLN NATIONAL LIFE 





T. D. Hughes, Former Vice-President, 
and W. W. Scott, Department Man- 
ager, Get Northwest Agency 





Two home office executives of the Lin- 


coln National Life of It. Wayne, Ind., 
have resigned their offices to accept a 
general agency for the company. They 
are Thomas 1). |tlughes, formerly vice- 


president of the company, and Wright W. 


Scott, formerly assistant secretary and 
manager of the loan department. They 
have formed the firm of Hughes and 


Scott and their appointment is as mana- 
gers of the northwestern agencies, with 
headquarters in the Lincoln Bank Build 
ing, Minneapolis. ‘They will have charge 
of the states of Minnesota, North Dakota 
and Wisconsin. 

T. D. Hughes has been a life insurance 
man for the past twenty-live years, having 
started with the Equitable Life of New 
York and later becoming vice-president 
and agency manager of the Pioneer Life 
of North Dakota. When that company 
was merged with the Lincoln Life in 1917 
he was made vice-president and manager 
of Northwestern Agencies, with the direct 
supervision of the states of North and 
South Dakota, Wisconsin, Minnesota and 
Montana. 

W. W. Scott has been in life insurance 
work for the past ten years. In 1915 he 
left a position as bank cashier to become 
assistant treasurer of the Pioneer Life. He 
was assistant secretary and manager of 
the loan department and a director of the 
Lincoln National Life. 


LIQUIDATE SERB FRATERNAL 
Superintendent Beha Closes Affairs of 
Concern Composed of Foreigners; 
Papers in Serb Tongue 
James A. Beha, State Superintendent of 
Insurance, has completed the liquidation 
of the Serb Federation Sloga, a New York 


fraternal insurance society composed of 
Serbs, Croats and Slovenes, which for 
merly had offices at 294 Eighth Avenue. 


Che society was placed in the hands of the 
Superintendent of Insurance for liquida 
tion by an order of the Supreme Court, 
dated February 28, 1921.) The records o1 
the society were kept in the Serbian 
language. 

\ large percentage of the beneficiarie 
and claimants reside in Yugoslavia. The 
claims for Josses presented to the Super 
intendent were written in the Serbian 
language and the documents submitted i 
support were in the same script, and th 
Superintendent was compelled to translate 
the records and documents into the Eng 
lish language before he could complet 
the liquidation. 





The Columbian National Life Insurance Company 


Boston, Massachusetts 
ARTHUR E. CHILDS, President 
Columbian National Agents are in a position to offer the best forms of 
LIFE, ACCIDENT, and HEALTH INSURANCE 


Policies backed by one of the strongest companies in the country, having 
ample capital, surplus and highest standard of reserves. 











A. MOSELEY HOPKINS 
Manager of Agencies 
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Guarantee Fund Life Association 
OMAHA, NEB. 


ORGANIZED 1901 
Pure Protection Life Insurance 


Splendid Agency Openings in West Virginia, 
North Carolina and Florida 


WRITE F. A. HICKS, SUPT. OF AGENTS, FOR PARTICULARS. 
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LIVE HINTS FOR BUSINESS GETTERS 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 
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Certain terms seem 


Making It to have magic qual- 
Sound ities of producing 
Pleasant action, says the Mu- 

tual Benefit. 
“Your financial independence,” is 


sweet music to the ears of a prospect. 
If you offer him a plan to establish his 
“financial independence,” he will most 
likely listen attentively. 

“A plan to help you build an estate,” 
also sounds good to the average human 
being. 

ao. 


A certain Equitable 


Give Them Life Assurance So- 
Your Own ciety agent has a 
Confidence clever plan of getting 


a reticent prospect 
to open up. He describes his method 
as follows: 

When I want to obtain information 
from a man who is reticent, I talk to 
him frankly about my own affairs, and 
if I can afford to do so I tell him a great 
deal about matters that will seem to him 
to be of a strictly confidential character. 
It is a device that I find exceedingly 
useful in certain cases. If you go to a 
prospect and bluntly ask him to reveal 
his private affairs he may think you 
both rude and inquisitive, but if you tell 
him what your own aspirations are and 
how vou are solving your own prob- 
lems, he will be more likely to take you 
into his confidence. 

Tf you tell a father that your son is 
sure of a college education, he may let 
you tell him what an educational policy 
will do for his son. If you tell him 
that you were never able to save any- 
thing until you insured your life, he may 
let vou show him that life insurance 
provides for the average man the only 
sure—and insured—way of carrying out 
an effective thrift programme. If you 
admit that you have never been able to 
interest your wife in financial problems, 
and that you were apprehensive about 


her future until you put your policies on 
an income basis, he may listen to a de- 
scription of Life Income insurance. If 
you are willing to tell him of your own 
business perplexities and how you have 
solved them by means of life insurance, 
he may reveal his financial situation and 
thus give you the opportunity of showing 
how certain policies will safeguard his 
business interests. 
* * & 


Reasoning is not an 

Don’t Argue important selling tool, 

With Your § although it is com- 

Prospect monly supposed to be, 

says the Mutual Bene- 

fit “Pelican.” Logis and arguing are futile 

in attempting to make a sale. The so- 

called “sales argument” really is not an 

argument at all, but is a suggestive utter- 

ance calculated to plant a seed in your 

prospect’s mind which will sprout and 
grow into desire for your gods. 

As a matter of fact, a sales interview 
should not be regarded as a “battle” or a 
“fight.” There should be no clash of minds 
or personalities. A spirit of antagonism 
is fatal to a salesman. 

As Mr. Norval Hawkins points out in 
his hook, Certain Success: 

“One debater never convinces the other. 
At best he can only defeat his antagonist. 
In a skillfully finished sale, however, there 
should be neither victor nor vanquished. 
The selling process is not a battle of 
minds.” 

“Few will buy against their wishes. In 
order to sell with certain success, you first 
must make the other man genuinely want 
what you offer. Almost always mind. 
vision and heart hunger must be stimulated 
to produce desire. Therefore, the most 
skillful salesman does not use the words, 
tones and actions of argument. In prefer- 
ence to cold reason and logic he employs 
the arts of mental suggestion and emotional 
persuasion.” 





GETS BARBER ASPHALT GROUP 


The Barber Asphalt Company and 
Associated Companies recently insured 
the lives of their employees under a 
Connecticut General Group contract in- 
volving $1,000,000 of insurance. Length 
of service and salary determine the 
amount of insurance granted each mem- 
ber of the organization, which is as 
follows: 

Other concerns insuring their em- 
ployees in the Connecticut General dur- 
ing October include the Metropolitan 
Distributors, Inc., and the S. & E. Mo- 
tor Hire Corporation of New York, the 
W. H. Dunne Co. and Victory Chain, 
Inc., of Norwich, N. Y., and the Finzer 
Brothers Clay Co. of Sugar Creek, Ohio. 


INSURES MUSICAL GENIUS 

Two agents of the Salt Lake City of- 
fice of the New York Life, J. L. Frazier 
and W. A. Liljenquist, have placed a 
policy on the life of the well known 
musical genius, eleven-year-old Raymond 
S. Baird, known as “Little Sousa.” As 
artist, composer, orchestra conductor, he 
has been before the public as a child 
genius since he was four years old. The 
policy was a $2,500 endowment. 


AETNA APPOINTS AGENTS 


The Aetna Life has appointed Harry 
K. Kavel and Ewen W: Cameron, of 
Minneapolis, as general agents for com- 
mercial accident and health, life certifi- 
cate, non-cancellable and group disabil- 
ity business in Northern Minnesota, 


SYRACUSE APPOINTMENT 
T. L. Britton has been appointed gen- 
eral agent of the Connecticut General 
at Syracuse. 








HOME LIFE 
INSURANCE COMPANY 
of NEW YORK 





ETHELBERT IDE LOW, President 


The 64h Annual Report shows: 
Premiums received during 

the year 1923 ........... saa 97,686,858 
Payments te Polleyhelders 

and thelr Beneficiaries in 

Death Claims, Eadow- 


ments, Dividends, ete...... 8,071,544 
Increase im Assets.......... 2,401,387 
Actual Mortality 36% eof the 

amount expeeted. 

Insurance im Feree.......... 247,373,210 
Admitted Assets .......... 40,085,222 





FOR AGENCY APPLY Te 


GEORGE W. MURRAY, 
Superintendent of Agents 
256 Broadway New Yerk 
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NEW POLICY 
Disability Benefits of $15.00 per $1,000.00 


Waiver of Premium 
BROADER DOUBLE INDEMNITY CLAUSE 
Loans at end of 2nd year 


The Manhattan Life Insurance Co. of New York 

















Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 
Pittsfield, Mass. 
WINTHROP M. CRANE, JR., President 


This Company has always pursued those policies in the conduct of its business that 
have given it a high reputation for stability and fair dealing. 
Has always rendered the highest grade of service to its policyholders. 
Its icy comtracts give to each individual insurer full protection, safeguarding, at 
@ same time, the interest of all its policyholders. 
Has —_— extended reasonable assistance and encouragement to its representatives 


te elop and held their business. 
John Barker, Vice-President Frederic H. Rhodes, Vice-President 














MORE THAN 50% 


of the business written by some of our larger agencies is a 
direct result of the Fidelity lead service. Our agents interview 
interested prospects—people who have written the Head 
Office for information. 

Fidelity is a low-net-cost company operating in 40 
states. Full level net premium reserve basis. Over Quarter 
of a a insurance in force. Faithfully serving insurers 
since ‘ 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 
A few agency openings for the right men. 





November 14, 1924 






































40,000 Names 


of prospects sent us by policyholders for the use of 
our salesmen during October, which was “Service-to- 
Policyholders Month.” 


BANKERS LIFE COMPANY 
GEO. KUHNS, President 
DES MOINES, IOWA 




















JOYOUS PROSPECTS 


Happy indeed is the outlook for the son or daughter 
whose future is protected by our new Juvenile Policy. 


This policy is written on the lives of children, ages 1 
day up to 14 years, and reaches full face value on the anni- 
versary of the policy on which the insurance age of the 
child is 5 years. 





The Juvenile Policy is issued on 20 Pay Life, 20 Year Endowment or Terminal 
Endowments maturing at ages 16 to 21, inclusive. Waiver of further premiums in event 
of the death or disability of the father may be provided by the Payor Insurance feature. 


(ink uP (wre me (LINCOLN) 


The Lincoln National Life Insurance Company 


“Its Name Indicates Ite Character” 











Lincoln Life Building Fort Wayne, Indiana 


Now More Than $325,000,000 in Force 
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Who Holds Monthly 
“App” Record Now? 


OCTOBER PRODUCED A SWARM 








Robert A. Brown, of Los Angeles, First 
Big City Entrant; 320 Cases 
Claimed for One Agent 





October produced a swarm of claim- 
ants for the record of the greatest num- 
ber of applications in one month. F. W. 
Felkel, general agent of the Continental 
Life at Anderson, S. C., reports 320 
eases written last month; I. S. Watson, 
of the Lamar Life at Meridian, Miss., 
pleads guilty to 287 examined, and 302 
eases written, and Robert A. Brown, of 
the John Newton Russell agency of the 
Pacific Mutual at Los Angeles, comes 
along as the first entrant in some time 
from a big city with 268, with the first 
year’s premiums all paid in advance. 


This production exceeds by six applica- 
tions the record previously established 
by Clarence H. Smith of Cattaraugus, 
New York, on October 15. The outstand- 
ing feature in connection with Mr. 
Brown’s remarkable achievement is the 
fact that this is the first time since the 
late Harry Rosen wrote 157 completed 
applications in September, 1921, in New 
York City, that the record has been 
broken in a city of more than 200,000 
population. Obviously it is immeasur- 
ably easier to establish a record in a 
small community, owing to the faet that. 
different.and yet distinct sales methods 
are employed. In a small town having 
but 4,000 population it is comparatively 
easy to arouse community pride in such 
an undertaking. It is no problem to 
acquaint one’s friends to secure pub- 
licity, thus keeping before the small 
populace what one is attempting to do. 
In other words, the achievement is not 
purely individual and sooner or later be- 
comes a community proposition. 


In a larger city, such as Los Angeles, 
having a population of more than one 
million people, the problem of putting 
over such a record is unusual. The diffi- 
culties of seeing prospects are numerous, 
especially in the metropolitan districts, 
where it is almost impossible at some 
times during the day to find convenient 
parking space for one’s automobile. 
This is but one of the many difficulties 
that Mr. Brown had to overcome. Yet, 
it is interesting to learn how he achieved 
his remarkable results. 

Practically all of Mr. Brown’s ap- 
plications were signed and examined in 
the down town district of Los Angeles, 





LAWSON PURDY’S BUDGET 


Lawson Purdy, secretary of the Charity 
Organization Society, in a letter to the 
general public prints this as a sample 
budget for one month of a poor family 
consisting of father, mother, two boys and 
two girls: 


ONE Ged unk ce wes de geseewenceeeiue $20.00 
EWN iccccuseete usenet ccewee unde s, COOe 
Clothing (Mrs. M. sews well)..... 16.68 
Fuel, light and household supplies.. 8.70 
MNONRAMEE? ccc caccciunenensevebaw os 2.38 
MEGGIAY, . wuntorclsccntvneseeaceuks 2.17 
Church, education and recreation.... 3.25 

$91.75 





CAPABLE POLICY- 
PLACERS 


Can always find a satisfactory opportunity 
for work with this ny in goo@ ter- 
titory—men who can coflect the ume 
as well as write the applications. y 
not make inquiry sow? 


Union Mutual Life 


Insurance Company 


PORTLAND, MAINE 
Address: 
ALBERT E.AWDE, Supt. of / gencle 








NO ACTION AT RICHMOND 


Defer Consideration of Half Premium 
Policy and Discussion of Princeton 
Insurance Case 

At the meeting of the Richmond Asso- 
ciation of Life Underwriters held this 
week there was referred to the executive 
committee the question of endorsing the 
stand taken by the New York Association 
on the half premium policies issued by the 
Prudential, Aetna Life and some other 
companies. ‘The committee will report at 
the December meeting. 

The issuance of half rate policies and 
requesting companies issuing them to with- 
draw them from the market was read 
along with the copy of a resolution in 
which the New York Association had al- 
ready voiced its protest against such 
policies. The matter was referred to the 
executive committee of the Richmond As- 
sociation with the suggestion that the com- 
mittee submit a report at the December 
meeting. 

A communication from the executive 
committee of the National Association 
asking the Richmond Association to voice 
its disapproval of the writing of endow- 
ment insurance for colleges in cases like 
that at Princeton in which one of the 
group taking out the insurance for the 
benefit of the institution was permitted to 
act as agent and receive the commission 
with the understanding that it was to be 
used in connection with the maintenance 
of the insurance likewise went to the 
executive committee. 

In a brief discussion of the matter be- 
fore it was referred, Arthur Levy, At- 
lantic Life, declared that the Princeton 
case was clearly one of rebating and 
should be condemned unequivocably. 

J. C. Goode, chairman of the executive 
committee, said that his committee was 
looking into formal charges preferred by 
W. S. Drewry, general agent of the 
Connecticut General, against A. O. 
Swink, Virginia manager for the At- 
lantic Life, in connection with the so- 
called Baker-Royer twisting case, and 
hoped to have a report ready by the 
next meeting. 








CLAIMS NEW ‘ENGLAND RECORD 





Charles S. Albert of Springfield Hangs 
Up 127 Apps for October as 
Sectional Record 
The latest entrant into the field in 
competition for the honor of producing 
the greatest number of applications per 
month is Charles S. Albert, of Spring- 
field, representing the Connecticut Mu- 
tual Life. But Mr. Albert is starting 
modestly as a sectional record holder 
and comes forward with his October 
production of 127 applications written. 
The final results were $253,400 on 120 
lives. Mr. Albert believes that this is 

the record for New England states. 
The most recent claimant of the na- 
tional record for number of applications 
produced in one month is C. H. Smith 
of Cattaraugus, N. Y., who in Sep- 
tember produced 288 applications, 262 
being with an advance payment. His 
volume was $382,000. Mr. Smith repre- 
sents the National Life of Vermont. 


A CLEAN CUT 
PROPOSITION 


A real offer in the nature of a 
general agency fer Williamsport, 
Pennsylvania. Direct Home Office 
connection with a _ conservative 
Old Line Life Company. 








If interested, it will pay you to 
investigate. All communications 
will be held strictly confidential. 


Address Agency Department 
Care of Eastern Underwriter 
86 Fulton Street 
New York 
































































POLICY 
YOU CAN 
SELL WITH 
PROFIT 


No, this is not an invitation 
for you to leave your own 
company, but just a sugges- 
tion to make your time yield 
more profits under our plan of 
improved brokerage service in 
branch offices. 


~" 
. 
*. 
s, 






The Champion Income Accident 
policy is just one of the liberal, up-to- 

_ _ the-minute accident policies offered by 
us—it is a silent partner to the man dependent 


upon his efforts for his income and appeals to every 
prospect. 


This policy with its distinctive provisions is in- | 
dicative of the progressive spirit inherent in all | 
lines of protection offered by this company—Life, | 
| Accident, Health and Group. Under our plan you | 
can place with us profitably (because all commis-_ | 
sions on such business placed with us belong to | 
the broker) business in the following lines: | 

| 


Accident Insurance 
—accident, health and income accident ) 
Group Insurance | 
—life, accident and sickness | 
Life Insurance 
—substandard and surplus business 


What Our Branch Office Service |} 


Means to You 


\ 
Extremely liberal first year commissions and 9 | 
guaranteed non-forfeitable renewals, on all life | 


business you place with us regardless of volume. 


Awards and honors on same basis as offered to our 
regular agents—in 1925 a trip to Cuba at our 
expense is open to you. 


Expert advice and assistance on surplus and sub- 
standard life, accident, and group insurance. 


Business handled either on a contract or a one-case 
agreement basis. 


Prompt action and liberal underwriting rules. 


Write us for Furthe D tails 


MISSOURI STATE LIFE INSURANCE CO. 


HOME OFFICE, SAINT LOUIS 
M. E. SINGLETON, President 


LIFE — ACCIDENT — HEALTH — GROUP 
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This newspaper is owned and is pub- 
lished every Friday by The Eastern Un- 





derwriter Company, a New York corpor- 
ation, office and place of business 86 
Fulton Street, New York City. Clarence 
President and Editor; W. L. 
Hadley, Secretary and Business Manager; 


Axman, 


Edwin N. Eager, Associate Editor; 
Jerome Philp, Associate Editor. The ad- 
dress of the officers is the office of this 
newspaper. Telephone number:  Beek- 
man 2076. 

Subscription Price $3.00 a year. Single 


copies 25 cents. Canadian subscriptions 
91.00 for postage should be added. Other 
rountries outside of Canada $1.50 for 
postage show be added. 

Entered as second-class mxtter April 
5, 1907, at the Post Office of New York 
under the act of March 3, 1879. 





\ RACK FOR A RECORD 
kvery few days a new. contender 
comes forward for the record of produc 
ing the greatest number of applications 
for life insurance in one month. These 
davs a new high record is no sooner 
made than it is beaten \pparently, 
there is no “top,” no limit to the number 
of applications an agent can get in a 
given time rhis is as it should be 
Everybody concerned is benefited by the 
stimulus to take life insurance in such 
contests. When a local life underwriter 
is able to arouse the community to a 
keen interest in an effort to get a lot 
of applications, as a number of them 
have done, the whole community is bene 
fited by being made to think about life 
Mmsurance 

But the agent who seeks laurels for 
his achievement other than the result 
ing profit to himself from = writing the 
business; who insists upon recognition 
as the title holder, will have to submit. 
it seems, to some set conditions for his 
honors. The very numbers of those who 
have scored new high records recently, 
tend to defeat this ambition and to dim 
the interest in it. Apparently, any aver 
age agent in any average community 
can produce from 100 to 200 applications 
in a month as a stunt—remarkable as 
this seems to be. This is demonstrated 
by the dozen or more average agents in 
average towns who have done it. The 
edge is off the “stunt” of getting a large 
number of applications and letting it go 
at that. Judged from its news value, 
at least, the publicity laurels will go in 
future to the agent who not only pro 
duces a record number of applications, 
but the one who makes them paid for 
and issued cases. This does not in the 
least reflect on those live wires who 
have literally had whole communities 
by the ears and put themselves on the 
insurance map. But the crown will go 
to the man with the “paid for and issued” 
record. 


Connecticut Observes 
First “Insurance Day” 


HM: P. DUNHAM " WARNS BROKERS 


Connecticut Commissioner Complains 
of Unlicensed Writings; L. F. Butler 
and Others Speak 


Hartford, November 12.—Howard P 


Dunham, insurance commissioner ot 
Connecticut, in an address this after- 
noon before the delegates assembled to 
observe Connecticut's Insurance Day, 
threatened that prosecution against cer 
tain New York brokers would immedi 
ately ensue if they did not discontinue 
writing risks in Connecticut without a 
license and those with a license in un 
licensed companies. 

Commissioner Dunham stated that he 
had evidence in his office showing that 
certain) prominent New York brokers 
who are licensed in Connecticut and who 
are in fact living in Connecticut are 
placing risks in the state in unauthorized 
companies. He further stated that he 
had evidence to show that a number ot 
New York brokers who are unlicensed 
in the state of Connecticut are freely 
writing risks in Connecticut. 

Louis F. Butler Speaks 

President Louis F. Butler of The 
Travelers and its affiliated companies- 
The Travelers Indemnity and The Trav 
elers Fire—in an informal talk said that 
officials of insurance companies are look- 
ing forward into a future decade when 
insurance men will subdivide into 
groups. Times have changed, said Mr. 
Butler, and are continually changing, and 
each group of executives and field men 
have their own views of things, and 
is most natural that those whose ideas 
run in channels similar should be found 
in groups specializing in the particular 
field occupying their attention. 

President Butler stated that it was 
the company’s business to sell the public 
what the public wants and it was his 
observation that the public always gets 
exactly what it wants. 

Discussing automobile insurance, Pres 
ident Butler said the influence of public 
opnion is such that it is dangerous for 
the agent to sell small policies to auto 
mobile owners. They must sell larger 
policies to automobile operators because 
they assume greater risk. A glance at 
experience of the last few years indi 
cates strongly this necessity. 

Howard B. Chandler, secretary of the 
Connecticut Chamber of Commerce, im 
a talk dealt with the public and insur 
ance. He said he was gratified with the 
progress of the insurance companies 
and their policies as a whole. He said 
there is no greater standard of business 
ethics to be found than that existing 
among the insurance companies. He 
called for a cooperative spirit between 
the agents, the company and the in 
sured, pleading that they all pull together 
for the general good. 

Brainard Absent 

President Morgan B. Brainard of The 
Aetna Life and its affiliated companies, 
\etna Casualty and Surety, Automobile 
and Standard Fire of Hartford, was sud- 
denly called away from the city previous 
to the afternoon session and was there- 
fore unable to fill his place on the pro- 
gram. 

H. P. Gravinsgaard of The Aetna Life 
spoke in his stead. He related interest- 
ing history of Connecticut insurance 
companies since their founding almost 
one hundred years ago. He said that of 
all of the life companies which were 
founded in Hartford in the last seventy 
years only five are now in existence, 
they being the Aetna Life, Phoenix Mu- 
tual, Travelers, Connecticut General and 
Connecticut Mutual. 

Connecticut's first insurance day 
opened with a downpour of rain in the 





REGIMENT MEMORIAL 


Myrick Chairman of Committee to Raise 
Funds in Honor of Soldiers Whose 
Lives Were Lost in War 
Insurance men in this city have organized 
a committce to help raise funds to complete 
a memorial of the 7th-107th Regiment “to 
those who gave their lives in the World 

War.” 

The committee will be composed of: 
Julian S. Myrick, chairman; Capt. William 
B. Miles, secretary; Charles T. Leonard ; 
Rk. H. Goffe; R. H. Fischer; Frank M. 
Knight; George P. Nichols; Samuel Mack ; 
Hamilton W. Fish; Edward C. Jameson; 
Paul P. Crosbie; Charles R. Neidlinger. 

The committee will ask all Seventh 
kegiment men who are in the insurance 
business to contribute to this memorial, 
which will be erected at Fifth Avenue 
and 66th Street, a spot which the regiment 
has passed so often in times of both peace 
and war. Every Seventh Regiment man 
in the insurance business will be asked to 
contribute something toward this memorial 
and he can do so ne this committee. 


Charles H. oe United States man 
ager of the Caledonian, ‘has gone West 
on a trip likely to last several weeks. 
He will hold conferences with field men 
and general agents of the Caledonian 
and Caledonian-American, making his 
swing around the circle carry him to the 
Pacific Coast and then through the 
Southern States. 

k *k * 

Hugh F. McGann,’ of the legal de- 
partment of the Globe Indemnity is recov- 
ering from an operation for appendicitis 
at a — in New York. 


morning, but susteieeeebiaili Aine were 
over three hundred at The Travelers 
auditorium where one session of the 
day’s observance was being held and 
little more than that number were reg- 
istered at The Phoenix Mutual Life au- 
ditorium, in that company’s home office 
building. 
Life Underwriters Meet 

There was a special meeting of the 
Connecticut Life Underwriters Associa- 
tion and the annual meeting of the Con 
necticut Association of Insurance Agents 
held this morning. 

Charles Gilman, of Boston, spoke on 
the needs of insurance and prospects 
and the best way of filling those needs 
and of securing prospects. 

Paul Clark, of Boston, vice-president 
of the National Association of Life Un- 
derwriters, spoke enthusiastically on the 
value of membership in that organiza 
tion, and also put over a few good ideas 
on selling. John M. Holcombe, chair- 
man of the board of directors of The 
Phoenix Mutual Life, delivered an ad- 
dress of welcome. 

Colonel E. E. Goodwin, of Virginia, 
spoke on credit extension, opposition 
and the Virginia plan. Of over six hun- 
dred present at the meeting, only seven 
voted to oppose the Virginia plan being 
introduced in Connecticut when a reso- 
lution was put asking that it be called 
to the attention of insurance commis- 
sioner of the state. 


Faulkner Heads Fire Agents 


Thomas D. Faulkner, of Hartford, was 
elected president of the Connecticut As- 
sociation of Insurance Agents. Louis 
Arnold was chosen vice-president; 
Charles FE. Pfuffer and Donald North, 
the retiring president, honorary vice- 
president; Mrs. Charlotte W. Rice, of 
New Haven, secretary. Other county 
secretaries were also nominated. 

A luncheon was held in the Hotel 
Bond at noon and a number of visiting 
insurance commissioners were called 
upon to speak. 

This evening a banquet was held at 
the Hotel Bond at which Mayor Nor- 
man C. Stevens of Hartford and the 
secretary of the Aetna Life made an 
address. The other speakers were Er- 
nest Palmer and Harry F. Atwood of 
Chicago. 
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W. G. Falconer, president of the Nor 
wich Union Indemnity, was the happy cen- 
ter of a pleasing celebration this week 
when the entire company organization 
joined in making merry at the fifth anni- 
versary of the company. The* affair was 
fittingly brought to a climax by a dinner 
in honor of President Falconer given at 
the Knickerbocker Grill. 

x eS 


Bert Swift, Equitable Life Assurance 
Society representative at New Bedford, 
has established himself in a prominent 
place in that city by the intelligent use of 
advertising space in the newspapers. He 
has been advertising three times a week 
for the past several years. Equitable 
“Items” says of him: 

“Bert Swift is a born advertiser. He 
is more than that: he is a born salesman. 
He is more than that: he is a real life 
underwriter. And best of all, he is a real 
fellow. Now every experienced Equitable 
representative will agree that advertising 
by itself will not sell life insurance. Bert 
will also confirm this. But he has shown 
how advertising can be a mighty big help 
to any man who will put his soul into the 
‘copy’ and throw himself heartily into the 
game. He has at least proved that ad- 
vertising will bring people into his office 
(he writes 90 per cent of liis cases right 
in his little two-room ‘fishing village’) and 
states that he believes fully 50 per cent ot 
his business is directly due to the pub- 
licity which his three inch, double-col- 
umn ads have brought him since he gave 
up traveling for a furniture house eight 
years ago and hung out his life insur- 
ance shingle in the old whaling town of 
New Bedford.” 

x ok x 

Freak H. Sykes, second vice-president 
and manager of agencies of the Fidelity 
Mutual Life of Philadelphia, was hon 
ored by the agency force of the com- 
pany last month by the production of 
$8,204,189 as a special tribute to him. 
The field organization is all set to pro- 
duce fifty millions of paid for business 
for the year. 

oe 

James W. Sinton, Jr., assistant actuary 
of the Atlantic Life, and Miss Elise 
Hardwicke, connected with the actuarial 
department of the company, were mar 
ried recently. 

* Ok 

Arthur Levy, attached to the Rich- 
mond ‘office of O. Swink, Virginia 
manager for the Atlantic Life, wrote a 
$100,000 straight life policy recently. He 
is one of the few agents in Richmond who 
has scored a century this year. 


a 


H. A. Behrens, vice-president at the 
home office of the Continental Casualty 
of Chicago, was a visitor in town this 
week. 
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Ernest Sturm Heads 
America Fore Group; 
Succeeds Henry Evans 


AS CHAIRMAN OF THE BOARDS 


New Leader Started as Office Boy Under 


Evans; An _ Expert in Both 


Insurance and Finance 


Ernest Sturm is the new chairman of 
the board of directors of three of the 
“America Fore’ companies, namely the 
Continental, American Eagle and Fidelity- 
Phenix fire insurance companies, succeed- 
ing to the high office held by the late 
Henry Evans. This promotion for Mr. 
Sturm is a great. honor to him and a 
fitting recognition of his tremendous 
capabilities both as an insurance and 
financial expert. Mr. Sturm’s election on 
Monday, moreover, assures the insurance 





ERNEST STURM 


world that these three large companies 
will continue to work as a group. The 
new chairman of the board has been vice- 
president and treasurer of the three com- 
panies, long Mr. Evans’ right hand man 
in the executive and financial work of the 
great organizations at 80 Maiden Lane 
and the logical successor to Mr. Evans. 

It is not known yet who will become 
chairman of the Farmers of Jowa. A 
separate announcement will be made later 
concerning the filling of this vacancy. 

After the last directors’ meeting on 
Monday the officers and department heads 
gathered in the directors’ room to con- 
gratulate Mr. Sturm and express their 
pleasure at his advancement. After sin- 
cere assurances of support and coopera- 
tion, Mr. Sturm was escorted to the office 
of the chairman, which was decorated 
with a beautiful bouquet of roses. 


Office Boy to Chairman 


“Krom Office Boy to Chairman” is the 
dramatic title of both Mr. Evans’ and Mr. 
Sturm’s careers. Starting as an office boy 
for the Continental in 1878, Henry Evans 
mounted through the ranks to become 
chairman of the boards of directors in 
1920. In 1892, Mr. Evans employed a 
promising lad, of fourteen as his office 
boy. In 1924 this boy, Ernest Sturm, 
succeeds to the position of chairman left 
by Mr. Evans. Without unusual advan- 
tages, Ernest Sturm has risen through 
sheer ability and strength of personality. 

In electing Mr. Sturm to his place the 
boards of these companies have chosen a 
man who held the complete confidence of 
Henry Evans. “Ernest Sturm’s success,” 
writes Mr. Evans in 1917, when present- 
ing Mr. Sturm with his 25-year service 
gold medal, “should be an inspiration to 
all of the employes of our companies. He 
1s a great help to me and his progress from 


office boy to financial secretary is due to 
his untiring devotion to the interests of 
the company and his naturally fine mind 
trained by work in night schools while 
earning his living as a clerk.” 

In December, 1919, he wrote: “I have 
absolute confidence in you, and as I told 
you a few days since, | want you to get 
proper help and rid yourself of all pos- 
sible detail work. | am myself over- 
worked, I am seeking relief, and if you 
will get yourself free you can help me 
and at the same time fit yourself to handle 
our assets.” 

In August, 1920, when Mr. Sturm was 
made treasurer, Me. Evans’ comments 
were: “You have earned the confidence 
that is reposed in you, and there is no 
one connected with the companies that 
has done better work than you have in the 
positions you have filled.” 


Capable in All Lines 


No more convincing testimony could be 
produced of Mr. Sturm’s suitability for 
the position to which he has been elected. 
Personally, he is a man of utmost 
modesty, unassuming and _— {invariably 
courteous, but with an analytical mind 
that probes to the heart of a problem, 
throws aside the non-essentials and evolves 
the solution without a deviation. He finds 
no reason for false dignity; his person 
ality itself maintains his place. He has a 
remarkable ability to keep in touch with 
what is going on, both in and out of the 
office, and despite the tact that his work 
has been largely’ financial, he knows the 
insurance business far more completely 
than many a man whose life has been 
much closer to underwriting detail. 

Ernest Sturm was born in New York 
City August 24, 1878. After a grammar 
school education he came to the Conti- 
nental as office boy to Henry Evans, then 
vice-president. This was in 1892. Ile 
held a position in the loss department 
subsequently, and it) was during — this 
period that Mr. Sturm, appreciating the 
advantages of higher education, studied 
law in the evenings and received a degree 
of LL.B. from New York University in 
June, 1903, and was admitted to the Bar 
of New York State in November, 1903. 

In 1905 he was made cashier of the New 
York City local department, and in Jan 
uary, 1910, general cashier of the Con 
tinental and Fidelity- Phoenix. He had in 
the meantime earned Mr. Evans’ con- 
fidence, and in 1911 Mr. Evans arranged 
to have him elected financial secretary. 
Closely in touch with Mr. Evans’ work, 
he rapidly acquired a knowledge of finan 
cial and executive matters that fitted him 
to become Mr. Evans’ close adviser. 

One of the thirteen original organizers 
of the American Eagle Fire Insurance 
Company in 1915, he became a director 
and financial secretary of that company. 
In August, 1920, he was placed in charge 
of the entire accounting and auditing work 
of the organization in addition to his 
financial department duties, and was made 
secretary and treasurer. In November, 
1923, his title was changed to that of 
vice-president and secretary. Mr. Sturm's 
name became known throughout the busi- 
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Marine and Fire Insurance Company, Limited 
Statement December 31, 1923 


ASSETS - ; ; 
PREMIUM RESERVE 
OTHER LIABILITIES 
SURPLUS .- - 


U. S. FIRE BRANCH—45 JOHN ST., NEW YORK 


J. A. KELSEY, Gen. Agent 
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Advantageous 
Agency Openings 


The Philadelphia Fire and Marine In- 
surance Company will establish a few 
more agency connections. 


This is the kind of company it pays to rep- 
resent—a powerful organization, reliable serv- 
ice and a full line of desirable policies offering 
protection on property and commercial ac- 


tivities. 


PHILADELPHIA 
FIRE AND MARINE 
INSURANCE COMPANY 


1711 Chestnut Street, Philadelphia, Pa. 
508 Walnut Street, Philadelph‘a, Pa. 


209 West 


Jackson Boulevard, Chicago, Il. 
125 Trumbull Street, Hartford, Co 


mn. 


204-14 Pine Street, San Francisco, Cal. 
Trust Company of Georgia Building, Atlanta, Ga. 


ness world through his editorship ol 
“Business Conditions,’ a monthly review 
of current events in the world.of com 
merce and industry which long earned re 
markable approval from the country’s 
most prominent men. 

During Mr. Evans’ illness for the last 
two years, Mr. Sturm has been the man 
charged with his duties and assuming his 
responsibilities. During this time he has 
enjoyed the heartiest co-operation from 
the whole organization. An “America 
lore’ man, he is doubly assured of this 
co-operation in the future. 


ALLOWS ALL AMERICAN CLAIMS 


The Supreme Court of this state has 
ruled that with respect to the assets of 
the United States branch of the Norske 
Lloyd, now being liquidated, American 
claimants have equal rights to collect 
from funds in this country, irrespective 
whether the original insurance was 
placed with the American branch or di 
rectly with the home office or a foreign 
branch. The insurance department of 
New York State had previously dis- 
allowed claims of Americans on policies 
issued outside of this state. 


$6,217 482.66 
1,275,981.53 
531,624.00 
4,409,877.13 


G. Z. DAY, Asst. Gen. Agent 





GUUUUUVEUOVOOOOUUOUUDOUODDOUDOUUUOOUQOUOUOUODUOOEOUEIO =| 





West Virginia Agents 
Line Up More Companies 


The West Virginia Association of In 
surance Agents has notified its members 
that nine more companies have been 
added to the list of companies co-operat 
ing on the sole agency matter. These 
companies include the National of Hart 
ford, Mechanies & Traders, General Fire 
of Paris, Abeille of Paris, Aetna, Mer- 
chants of Prévidence, Rhode Island, 
Union of Paris, and the World Fire & 
Marine. Both companies and agencies 
ure standing firm in West Virginia, each 
side contending that a display of weak 
ness would be a precedent upon which 
to settle controversies in other sections 
of the country. The agents are trying 
their best to retain their old commission 
scale until a conference can be secured 
with the West Virginia Uniformity As 
sociation, 


KENTNER GETS SPRINGFIELD 


Fred W. Kentner, 118 William Street, 
has been appointed metropolitan man- 
ager for the automobile department. of 
the Springfield Fire & Marine. This 
appointment increases the underwriting 
facilities of this growing office consid- 
erably and puts in on the may for au- 
tomobile insurance. During the more 
than two years that the Kentner office 
has been writing business it has secured 
the representation of the following com- 
panies: Alliance of Philadelphia, Rhode 
Island, Star and Merchants of Rhode 
Island. The Kentner agency writes na- 
tion-wide risks in addition to those in 
the metropolitan area. 


MADE SPECIAL FOR HOME 


J. T. Robertson has been appointed 
special agent of the Home for Alabama 
to assist Special Agent C. K. Knox. Mr. 
kobertson formerly covered Alabama for 
the special risk department of the South- 
Ktastern Underwriters’ Association and 
for five years was secretary of the Mis- 
sissippi Inspection and Rating Company. 
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J ames Refuses to 
Alter His Position 


ON AGENTS’ EXPIRATION 


Maintains Justice of His Stand and 
Says Northwestern Will Defend 
Itself Against Attack 
President Alfred F. James of the 
Northwestern National Insurance Com- 
pany of Milwaukee, whose name _ has 
become almost as familiar of late to in- 
surance men as that of Henry Evans or 
Sam Untermyer, fired his latest barrage 
at the National Association of Insur- 
ance Agents last week when he definite- 
ly declined to adhere to the Associa- 
tion’s stand on agents’ expirations.. In 
reply to a letter sent him by President 
T. C. Moffatt of the National Associa- 
tion, in which the latter said he cher- 
ished the “sincere hope that you can 
see your way clear to cooperate with 
the National Association,” Mr. James 
declared his company was “quite willing 
to go before the bar of public or insur- 


ance opinion and let agents and insur- 
ance buyers throughout the country 
judge who is right and who is wrong.” 


Following is President James’ letter 
in which he maintains the position taken 
by the Northwestern National up to 
date: 

Letter 

“We beg to own receipt of your favor 
of the 31st ult., reciting resolutions 
adopted by the membership of your or- 
ganization in convention assembled here 
in Milwaukee last September and in 
your Executive Committee meeting in 
New York City last week, coupled with 
the suggestion that the door is still open 
for us to ‘cooperate * * * in refer- 
ence to the particular principle quoted,’ 
by which we understand you mean our 
fundamental rule of conduct in dealing 
with the expirations of our own con- 
tracts. 

‘*In Reply, permit us to refer you to 


Text of James’ 


the published exchange of letters with 
your own Secretary, Mr. Bennett, as 
they appear in your own organ, the 
‘American Agency Bulletin,’ of the is- 
sue of October 3lst. The convictions 
and practice of this office are set forth 
therein as clearly as we know how and 
we have nothing to add or retract be- 
yond this comment: that we think a 
signed, pledge is no stronger than an 
established practice based upon charac- 
ter and sound principle. So far as we 
can discern, there is nothing in the 
practice of this office in any way incon- 
sistent with the aims of your Associa- 
tion. We believe that underlying the 
attack upon this company, in your gen- 
eral meeting in Milwaukee in September 
and various group meetings since, is a 
complete misunderstanding of its pur- 
poses but in any case we wish to make 
it perfectly clear that we will not sub- 
mit to the dictates of your body or any 
other organization. 
Calls Boycott a Poor Weapon 


“We think your last resolution is ill- 
advised and challenge your right to sit 
in judgment ag-the sole arbiter of what 
is right and wrong in company practice. 
Experience has repeatedly demonstrat- 
ed that the boycott is a poor weapon 
and we do not believe you can under- 
mine the spirit of confidence and loyalty 
that exists in the agency plant of this 
company. It is our belief that they 
have no grievance and that they under- 
stand we are their well-wishers and that 
in our practice we are upholding their 
interests. If you insist, the issue is now 
joined and we, for our parts, are quite 
willing to go before the bar of public 
or insurance opinion and let agents and 
insurance buyers throughout the coun- 
try judge of who is right and who is 
wrong. 

“Please accept this as final and un- 
derstand that we are not seeking a 
quarrel with your organization and be- 
lieve that such an issue as you are en- 
deavoring to force upon us is futile and 
can only bring further demoralization 
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to a business already badly strained by 
company dispute. It seems hardly be- 
lievable that for any possible benefit 
which could accrue to your organized 
forces you have opened war upon this 
company, but we shall certainly exert 
every effort to defend its dignity and 
rights. The responsibility for any 
further attack upon its present position 
must also rest upon yourselves.” 


U. S. Chamber of Commerce 
Pleased with Prevention Work 
The United States Chamber of Com- 
merce has received gratifying reports from 
its members concerning the results of Fire 
Prevention Week this year, according to 
James L. Madden, manager of the insur- 
ance department. 

“The scores of letters, newspaper clip- 
pings and other exhibits which have 
reached us,” says Mr. Madden, “since the 
conclusion of lire Prevention Week indi- 
cate that this period was more generally 


observed by organization members of the 
National Chamber in 1924 than in any 
previous year. This is particularly grati- 
fying, for it shows that the secretaries of 
chambers of commerce and trade associa- 
tions are recognizing fire prevention as a 
yan for service to their entire member- 
ships. 

“The National Fire Waste Council is CO- 
operating wholeheartedly in these cam- 
paigns. As you know, it is functioning 
energetically along with this department 
in the conduct of the Inter-Chamber Fire 
Waste Contest.” 





M.S. Pendleton, special agent at Rich- 
mond for the London and Lancashire 
group, has been appointed on the Vir- 
ginia committee of the S. E. U. A. in 
place of Robert W. Thomas, resigned. 





The charter of the agency firm of Wil- 
son and Johnson, Inc., of Norfolk, Va., 
has been amended, changing the name to 
W. Taylor Johnson, Inc. 








LOYAL TO FRIENDS, AND 






TO LOYAL AGENTS, LOYAL 





Neal B nis ogo 
John Kay, Pres. and Treas. 
Waite B Vico-Pree. and West. Mgr. 


A. H. Haseinger, 
Wells T. Basectt, Secretary 


FIREMEN’S 


INSURANCE CO. 
ef Newark, N. J 


Organised 1855 


Statement January 1, 1924 
ASSETS AND LIABILITIES 
Capital .......*$3,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities. 


Net Surplus... 


8,181,979.10 
*3,501,619.22 





Total ........$14,683,598.22 


Policyholders’ Surplus, 
$6,501,619.22 


*As changed April, 18K. 





Henry M. Gratz, President 

Neal Bassett, Vice-Pres 

John Kay, Vice-Pres. and Treas. 

Waite B Vice-Pres. and West. Mgr. 
Davis G. Vaughan, 

A. H. Hassinger, Secretary 

Wells T. Bassett, Secretary 


THE 
Girard F.«M. 


INSURANCE CO. 


ef Philadelphia 


Organised 1853 
Statement January 1, 1924 
ASSETS AND LIABILITIES 
Capital ........$1,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities.. 2,949,354 .30 


Net Surplus.... 1,075,257.03 





Total .........$5,025,111.42 


Policyholders’ Surplus, 
$2,075,257.03 








Neal Bassett, President 
John Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 
— + Snyder, Secretary 

aseinger, Seeretary 
Wells T. Baseett, Secretary 


MECHANICS 


INSURANCE CO. 


ef Philadelphia 


Organised 1854 
Statement January 1, 1924 
ASSETS AND LIABILITIES 
Capital ........$ 600,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other Liabilities.. 


Net Surplus.... 


2,208,445 08 
865,373.96 





Total .........$3,673,818.99 


Policyholders’ Surplus, 
$1,465,373.90 







































Thos. A. Hathawa 
— & = z: Secretary 


National 
Ben Franklin 


FIRE INSURANCE CO. 
of Pittsburgh, Pa. 


Organised 1866 
Statement Jamuary 1, 1824 
ASSETS AND LIABILITIES 

Capital ........$1,000,000.00 
Reserve Reinsur- 

ance Fund aud 

all other Habili- 

ties 2,933,245 94 
Net Surplus ....1,819,295.35 





Total .........$4,757,541.29 


Surplus to Policyholders, 
$1,819,295.35 











LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 




































VA 





November 14, 1924 





cox _UNDERWRITER 


—= 








Page 17 





Moffatt Vigorously 
Attacks Northwestern 


AT CONN. AGENTS’ CONVENTION 





Cites National Association’s Reasons for 
Taking Action Against Mil- 
waukee Company 


President Thomas C. Moffatt, of the 
National Association of Insurance Agents, 
has lost no time im presenting to the in- 
surance business the Association’s reasons 
for fighting the Northwestern National of 
Milwaukee on the question of agents’ 
expirations. Speaking Wednesday of this 
week in Hartford before the annual meet- 
ing of the Connecticut Association of 
Insurance Agents Mr. Moffatt laid on the 
table his cards in the form of specific 
grievances against the Northwestern. His 
impulse to do this was determined by the 
letter last week from President James, of 
the Northwestern, in which he definitely 
and finally refused to endorse the expira- 
tion principle of the National Association. 

Following are extracts from Mr. 
Moffatt’s address: 


Acting on the intent of the Milwau- 
kee resolution, and immediately follow- 
ing the adjournment of the Executive 
Committee, I directed a letter to the 
President of the Northwestern National 
Insurance Company, reciting both the 
Milwaukee declaration and the above 
resolution, and expressing the sincere 
hope that the President of that Com- 
pany could see his way clear to co-op- 
erate with us in reference to the par- 
ticular principle quoted. 

Under date of November 3, 1924, Pres- 
ident James replied, saying, among other 
things: . 

We think your last resolution is ill-advised 
and challenge your right to sit in judgment as 
the sole arbiter of what is right and wrong in 
company practice. * * * It is our belief that 
they (the Northwestern National agents) have 
no grievance and that they understand we are 
their well-wishers and that in our practice we 
are upholding their interests. If you insist, the 
issue is now joined and we, for our parts, are 
quite willing to go before the bar of public or 
insurance opinion and let agents and insurance 
buyers throughout the country judge of who is 
right and who is wrong. 

If the issue is thus to be joined, it 
seems to me necessary, or at least logi- 
cal to call attention to some of the evi- 
dence. This not only for the purpose 
of pointing out the practice of the 
Northwestern National, but ascertaining, 
as well, if the National Association is 
in truth and in fact sitting in judgment 
as the sole arbiter of what is right 
and wrong in company practices, as Mr. 
James contends. 

Case No. 1 


In August, 1922, an agent of the 
Northwestern: National at Port Huron, 
Michigan, ceased writing for the com- 
pany and subsequently the special agent 
took up the supplies and planted them 
with another agent. During the year 
following there came into the posses- 
sion of the old agent a letter written 
to one of his assureds by the secretary 
of the company from the home office, 
advising of the change in agencies and 
requesting the assured to communicate 
with the new agent in regard to the in- 
surance held. (It afterward developed 
that a like letter was sent by the com- 
pany to the holders of all Northwestern 
policies.) Upon a complaint by the ag- 
grieved agent, the Grievance Committee 
of the National Association presented 
the case to the President of the North- 
western National, calling attention to 
the facts and stating that it seemed like 
an attempt on the part of the company 
to raid the éxpirations of its former 
agents. Under date of November 21, 
1923, Vice-President Reed replied, at- 
tempting to justify its practice and con- 
cluding as follows: 

Incidentally, we may say in this connection 
that you are in error on the point of this com- 
pany having pledged itself to the National Asso- 
ciation of Insurance Agents to adhere to the 
Principle of agency ownership of expiraticns. 
We have never taken such action, believing that 
our agents need no such assurances to justify 
their confidence that this Company will deal 
justly with them at all times as evidenced by 


its record covering a period of more than fifty 
years, 


The pronouncement was so extraordi- 
nary that we addressed the president of 
the company personally, calling his at- 
tention to the position of the vice-presi- 
dent and asking if he truly reflected 
the attitude of the company in the mat- 
ter. Under date of December 21, 1923, 
Mr. James replied that the statement 
was correct. 

The above case constituted “Case No. 
1” reported by our Grievance Commit- 
tee at the Milwaukee convention. 


Case No. 2 


Out in Missouri in the city of Macon, 
there is an agent who has honorably 
and successfully conducted his insur- 
ance business for a number of years. 
He formerly represented seven Union 
and four Bureau companies. The con- 
troversy between those organizations 
forced the agent to make a selection. 
He elected to represent Union com- 
panies and resigned, among others, the 
Northwestern National. While repre- 
senting the Northwestern National he 
very materially increased its business in 
his agency. Through no fault of his 
and with a clear record, he resigned the 
agency. The supplies were taken from 
his office by the special agent, who ap- 
pointed another agent in the town. 
Fearing that the new agent had been 
furnished a list of expirations, the old 
agent on May 27, 1924, wrote to the 
home office, asking if such was the case. 


Under date of June 7, 1924, William 
D. Reed, Vice-President of the com- 
pany, answered. He said he had inves- 
tigated the complaint and pleaded guilty 
for the company as follows: 


It now appears that our Field Man furnished 
our new agents with a list of the risks in force 
on our books, purely as a matter of ordinary 
business precaution, it being information to 
which any and all agents are entitled. How 
otherwise can they inform themselves sufficiently 
to handle the matters of endorsement and can- 
cellation where such are required upon the out- 
standing risks of the Company? In case of 
losses incurred thereon it is also necessary to 
have such an office record, and we can see 
nothing irregular or out of order in the course 
pursued by our Special Agent. Ag a matter of 


fact, we have never subscribed to any under- 
standing, that the retiring agent of a fire in- 
surance company held the sole and exclusive in- 
terest and title to the expirations which he had 
placed on its books; such risks having been paid 
for by the Company, we maintain that it has at 
least an equal interest and right in same and that 
the renewals belong to whichever can hold them. 

This doctrine of the expirations’ be- 
longing to whoever can grab first is both 
fallacious and pernicious. The principle 
is not one on which we will either con- 
fer or negotiate. While we have heard 
and will continue to hear complaints 
from either companies or agents con- 
cerning its application, nevertheless we 
hold this principle to be fundamental 
and irrevocable. Without it we can 
maintain neither our Association nor the 
American Agency System. Any agent 
who supports a company holding other- 
wise is to that extent tearing down our 
organization and undermining the very 
system that furnishes him a livelihood. 

Moffatt’s Conclusions 

The difficulty of Mr. James’ recogniz- 
ing for his company the doctrine of 
agent’s ownership of expirations lies in 
the fact that when one of his agents 
resigns Mr. James proposes to be the 
sole arbiter as to whether the resigna- 
tion was just or unjust, with or with- 
out cause, reasonable or unreasonable, 
and, resolving the doubt in his favor, 
concludes, as in the cases above, that 
he has been mistreated when an agent 
resigns his company, and proceeds to 
raid the expirations. 

In a later letter to the National Asso- 
ciation last month, President James, re- 
ferring to the matter of agreeing for 
his company to respect the principle, 
said: “We have none too much re- 
spect for pledges and public profession 
anyway and inasmuch as we are not 
seeking a quarrel, nor wittingly demoral- 
izing the business, nor injuring the in- 
terest of any agent qualified to repre- 
sent the Company, we prefer to let the 
Company’s record speak for itself.” 

True, he modifies the above statement 
to some extent in his last letter dated 
November 3rd to me when he says: 
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WESTERN DEPARTMENT 
@. R. STREET, Vice-President 
W. L. LERCH, Manager 
76 West Monroe St., Chicago, Ill. 


BOSTON OFFICE 
ROGERS & HOWES, Managers, 4 Liberty Square, Boston, Mass. 


MARINE DEPARTMENT . 
NEW YORK—Wwm. H. McGee & Co., General Agents, 15 William Street 
SAN FRANCISCO—George L. West, Manager, 220 Sansome Street 
CHICAGO—Wm. H. McGee & Co., Gen’! Agts., Insurance Exchange Bldg. 





Great American 
Insurance Company 


—- NewPork  o- 


INCORPORATED - 1872 


STATEMENT JANUARY 1, 1924 
CAPITAL 


$12,500,000. 


RESERVE FOR ALL OTHER LIABILITIES 


"6,680.16 
12,465,360.86 
46,282,041.02 


LOSSES PAID POLICY HOLDERS 


$154,469,515.82 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$24,965,360.86 


Home Office, One Liberty Street 
New York City 


GEORGE H. TYSON, Gen’l Agent 








Your 
Company 


oOo 








PACIFIC DEPARTMENT 


210 Sansome Street 
San Francisco, California 








“We think a signed pledge is no stronger 
than an established practice based upon 
character and sound principle. So far 
as we can discern, there is nothing in 
the practice of this office in any way 
inconsistent with the aims of your As- 
sociation.” 

Either Mr. James prefers to ignore 
in toto the practice of his company in 
these matters or he fails to understand 
that this principle of the National Asso- 
ciation is so vital that without it we 
could not endure. The American Agency 
System is today resting on that principle. 
Without its recognition the System can- 
not continue. It the expirations of an 
agent’s business are to be raided by com- 
panies without respect to his inherent 
and recognized right, then the value of 
an insurance agency becomes nil. 

The first cost of soliciting and plac- 
ing a given line of insurance upon a 
company’s books is so great that the 
commission paid (for one year) would 
not compensate an agent for the time 
and service given. It is only because 
he has created a vested interest and 
will receive a constant renewal of that 
business without interference that he is 
able to give the public his valuable ser- 
vice and to maintain his agency busi- 
ness at the present compensation. Thus 
differs the rate of compensation be- 
tween our business and that of life in- 
surance, There is no renewal of poli- 
cies in life insurance, as in our busi- 
ness. Subsequent payments carry but 
a fraction of the original commission to 
the agent, and for a limited time only. 
‘Theretore, the necessity of life insur- 
ance companies’ paying their agents a 
very much larger commission on the 
original business than we receive on 
ours. 

li the agent of an insurance com- 
pany which thus denies an agent his 
absolute and complete vested right in 
his expirations without interference in 
any manner (except in cases of fraudu- 
lent practices), prefer to continue re- 
lations with such a company rather than 
to continue their affiliation with the only 
organization in America which has pro- 
duced ior them this invaluable right, it 
is, of course, their unquestioned privi- 
lege. 

In view of the practices of the North- 
western National Insurance Company 
on this ownership question, we are, with 
Mr. James, “quite willing to go before 
the bar of public or insurance opinion 
and let agents and insurance buyers 
throughout the country judge of who is 
right and who is wrong.” We are con- 
fident that this opinion will in no wise 
uphold that company in its practices. 

Of course, agents are at liberty to 
select their associates and to render 
“their allegiance to those companies 
whose loyalty to our principles for the 
preservation of the American Agency 
System is unquestioned,” or to render 
their allegiance to those companies 
whose “practice is intentionally 
and continuously in violation of those 
principles.” To all agents, however, we 
can only say: It is inconsistent and 
undesirable for any member of our As- 
sociation to represent any company 
when the practice of such company is 
intentionally and continuously in viola- 
tion of our principles. 





Vv. L. GALLAGHER TO SPEAK 


Vincent L. Gallagher, assistant secre- 
tary of the America Fore companies, in 
charge of side-lines, will speak on “Co- 
operation In and Out of the Office’’ at 
the meeting Tuesday, November 18, of 
the Examining Underwriters Associa- 
tion, 





SUGGESTS REINSURANCE POOL 

In an unsigned article in “Canadian In- 
surance and Office and Feld,” published in 
Toronto, the suggestion is made that Can- 
adian business be kept in Canada through 
the formation of a tariff reinsurance pool. 





License to operate in Virginia has been 
granted the Eureka-Security Fire and 
Marine. 
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Fire cannot stop the 
noontime rush 


hap ceaapadoge of 
Even though you cannot serve meals in a the New York Under- 
burnt-out restaurant—the profits will continue writers Agency are being 
after the fire as well as before. Fire may turn backed up in their efforts to 
aside the customers but not what they pay you. 
It may interrupt business, but not profits. 
Business Interruption Insurance provides 
a daily fund that will cover your fixed charges 
and profits during the period of reconstruction 


sell Business Interruption In- 
surance by the only general 
advertising campaign that has 


ever explained this coverage to 





e : Apes the business men who should 
that follows a fire. It begins where fire in- ' near , 
be interested in it. The strik- 
surance leaves off. : 
; , ; ing advertisement shown at 
Our local representative will be glad to explain . 
; : i ; the left will reach the 215,000 
how this protection can be applied to your busi- ni i 
; . ; readers of “System,” a maga- 
1924 ness. Let us put you in touch with him. 


zine read largely by executives. 
NEW YORK UNDERWRITERS AGENCY 
A. & J. H. STODDART 
100 William Street, New York City 
Since 1864 this General Agency organization has been a factor in the economical distribution of insur- 


ance protection and it has always endeavored to merit the position of leadership that it has occupied in 
the insurance world. 
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Louisville Board 
Suspends an Agency 


ON BANK AGENCY PRINCIPLE 


Jefferson, Noyes and Embry Represent 
Two Companies Which Have Banks 
As Agents in Louisville 


Charles C. Terry & Co., general 
agents, are following Neal Bassett in 
the appointment of bank agencies at 
Louisville, Ky. The Terry General 
Agency are general agents for the Globe 
& Rutger’s Insurance Company of the 
State of Pennsylvania, Stuyvesant and 
the Importers and Exporters. 

They first appointed Booker & Kin 
naird, the big Non-Board Fireman's 
agent and subsequently, for their several 
Companies, they have appointed the 
Lincoln Bans and Trust Company, a 
very large banking institution, also the 
Bankers Mortgage and Finance Com- 
pany and the Portland Bank of Louts- 
ville Kentucky. This now makes fou 
banks directly in the insurance business 
in Louisville. 

Under the Louisville Board rules no 
board member can represent any one of 
the Terry Companies and the firm. of 
Jefferson, Noyes and Embers, agents 
under the Terry General Agency for 
the Stuyvesant and the Insurance Com- 
pany of the State of Pennsylvania was 
cited to appear before the Board and 
on Nov. 10 found guilty of violating se« 
tion 20 of the by-laws and suspended 
trom the Board. 

Mr. Jefferson of the firm of Jefferson, 
Noyes and Embry was present during 
the Board Meeting, presented his side 
of the case. 

The Louisville Board has always pro 
hibited a board member trom repre 
senting a company that had a non-board 
agent in Louisville and on account ot 
the increasing number of company 
groups the section of the Louisville 
Board by-laws was up for consideration 
in February of this vear and after a 
careful investigation the by-law was 
changed on May 14, 1924, so that the 
company group was the unit instead oi 
the individual company. The Louisville 
Board feels that every other insurance 
organization requires all companies of a 
group to be members or non-members 
and that the amended by-law making 
the company group the responsible unit, 
is in every way consistent with ‘general 
practices prevailing. 


Indemnity Exchange Reinsures 
$70,000 in Premiums and Quits 
The Indemnity Exchange of Chicago, 
a Sherman & Ellis fire reciprocal, has 
discontinued business, reinsuriny — its 
$70,000 in premiums in the Central Manu 
facturer’s Mutual Fire of Van Wert, 
Ohio, as of November 1. It was the 
second oldest reciprocal in the United 
States and had been active for 32 vears. 
L. E. Gray, underwriting manager of 
the Indemnity Exchange, states the reci- 
procal was in excellent financial condi 
tion but had been practically unable to 
write any business lately. The other 
Sherman & Ellis concerns are the Asso 
ciated Employers’ Reciprocal of Chicago, 
which is in the hands of a receiver; the 
Inland Lloyds of New York, which is 
being liquidated, and the Indiana Mutual 
Casualty. 


HOLMAN TO OPEN AGENCY 


Frederick L. Holman, formerly sub 
urban secretary of the Commercial 
Union fleet at Philadelphia, will open a 
local agency and brokerage office on 
January 1 at Camden, N. J. Mr. Holman 
severed his connections with the Com- 
mercial Union last July and since then 
has been planning on the organization 
of an agency in Camden. His home 
has been in New Jersey for many years 
and he has years of fire insurance ex- 
perience in that section of the coun- 
try. 
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The Agent 


Who Seeks 

To Give Service 
Must Himself 
Be Well Served! 


NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 
75 Maiden Lane, New York 


Hart Darlington, Manager 
J. F. Van Riper, Branch Secretary 


EAGLE FIRE COMPANY 


of New York 
Incorporated 1806 


Hart Darlington, President 
J. F. Van Riper, Secretary 


75 Maiden Lane, New York 


The Oldest New York Insurance Company 





NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 


WG. Falconer, President 
H. P. Jackson, Vice-President 


Fire, Tornado, Automobile, Sprinkler Leakage, Explosion, 

Rent, Use and Occupancy, Tourist Baggage, Riot and Civil 

Commotion, Liability, Burglary, Workmen’s Compensation, 
Accident and Health, Plate Glass. 


COMPANIES 




















Howard DeMott Heads 
Nat'l] Auto Conference 


BECOMES GENERAL MANAGER 


W. P. Young, Who Has Been Ill for 
Months, Will Continue as Secretary; 
Mr. DeMott’s Career 


Howard DeMott, well-known in fire in- 
surance circles as a successful executive 
officer, has been appointed general man- 
ager of the National Automobile Under- 
writers’ Conference to fill the vacancy 
caused by the long illness of W. P. Young, 
who was general manager. Mr. Young 
is now recovering his strength and when 
well enough to resume active work will 
return to the National Conference as 
secretary, which position he has held right 
along in addition to his managerial duties. 

The governing committee of the National 
Conference believes that a division of the 
duties of the office of general manager -and 
secretary will add to the efficiency of the 
conference and that the personnel of the 
conference office has been’ materially 
strengthened by the new arrangement. 

Mr. DeMott has had a varied experience 
in fire insurance featured by organization 
and executive work. He began his insur- 
ance career in a Minneapolis local agency 
and then became a field worker. His first 
responsible position was as assistant man 
ager of the Chicago office of the North 
British & Mercantile. After four years 
in Chicago, Mr. DeMott came to the New 
York office of the North British. He next 
went with the Hartford Fire in Hartford 
and upon severing that connection became 
secretary of the Eastern Union in Novem 
ber, 1909. 

While with the Eastern Union, Mr. De 
Mott and others organized the Reinsurance 
Bureau which latter organization finally 
grew so large that Mr. DeMott left the 
Eastern Union to become general manager 
of the Bureau. About a year ago the Re 
insurance Bureau ceased taking on new 
business and is now running off old risks. 
Mr. DeMott enjoys the high respect of a 
large number of fire insurance executives 
and others who are confident of his suc 
cess as an auto conference manager, 


INSTITUTE INCORPORATED 





C. A. Ludlum is President; Other Offi- 
cers and Governing Committee 
Appointed This Week 
The Insurance Institute of America has 
now been incorporated, and has the fol- 
lowing officers: president, Clarence A. 
Ludlum, vice-president of the Home; 
vice-presidents, Edson S. Lott, president 
of the United States Casualty, and R. 
k. Brown, vice-president of the Ameri- 
can Surety Company; secretary, Ed- 

war R. Hardy. 

The board of governors include the 
following : 

William BroSmith, Travelers; F. High- 
lands Burns, Maryland Casualty; W. G. 
Falconer, Norwich Union Indemnity; 
Otho E. Lane, Niagara Fire; Charles R. 
Pitcher, Royal; Cecil F. Shallcross, North 
3ritish & Mercantile; C. Weston Bailey, 
American; William Embery, Insurance 
Company of North America; Daniel N. 
Handy, Insurance Library Association 
of Boston; Jacob B. Levison, Fire- 
man’s Fund; frederick Richardson, Gen- 
eral Accident; Victor Roth, Security of 
New Haven. 


H. P. BRESLIN A SPECIAL 
Harry P. Breslin has been appointed 
special agent for Pennsylvania and West 
Virginia for the Northwestern Under- 
writers Agency of Milwaukee. Mr. Bres 
lin succeeds George W. Stine, resigned, 
and will make his headquarters at Harris- 
burg. 
MUTUAL LIQUIDATING 
\s a result of excessive losses and 
slow collection of premiums the Ameri- 
can Mutual Live Stock Insurance Co., 
of Sprinfield, Ill, which began business 
late in 1922, has been placed in the 
hands of J. N. Dunham for liquidation. 
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R. M. Bissell Boosts 
Connecticut Companies 


TALKS AT HARTFORD MEETING 


President of Hartford Fire Tells How 
Connecticut Fire Companies Have 


Aided Growth of State 


Richard M. Bissell, president of the 
Hartford Fire, one of the largest fire 
insurance companies in the country, 
enumerated some of the important things 
which fire insurance has contributed to 
the growth of Connecticut in a_ talk 
made Wednesday in Hartford as part of 
the ‘‘Insurance Day’’ program. In his 
list of constructive features there was 
only one drawback mentioned by Mr. 
Bissell, which was that many manufac- 
turers, while soliciting support from in- 
surance companies have not reciprocated 
fully by placing their insurance with 
standard stock companies, preferring 
mutuals in their stead. 

Following are extracts from Mr. Bis- 
sell’s illuminating talk: 

‘“Instead of beginning to talk about 
Connecticut’s contribution to fire insur- 
ance, | am going to start off by making 
some remarks about what fire insurance 
has contributed and is contributing to 
Connecticut. 

‘*Connecticut’s fire insurance com- 
panies possess assets amounting to $239,- 
807,559. They furnish employment to 
2,655 Connecticut citizens, to whom they 
pay out each year in salaries $4,554,673. 
They have 1,285 agencies in the State, 
to whom they pay about $500,000 in com 
missions. They pay dividends to 6,872 
Connecticut citizens. They pay taxes in 
Connecticut for the State and munic 
ipalities amounting to $1,737,024 for 
their own account and on behalf of their 
stockholders. 


Insurance Company Taxes 
“*The twelve Connecticut fire com 
panies, as will be seen from the fore 
going statement, pay a very considerable 


fraction of the State’s revenue, even 
when we take into account the great 
prosperity of the companies. It is per 


haps worth noting in this connection 
that whereas taxes amounting to $1,737,- 
024 are levied upon the fire insurance 
corporations and their stockholders, an 
additional tax of $2,119,749 is levied 
upon the stock life and casualty com- 
panies of the State and their stock- 
holders. If all of these insurance com 
panies were located in another state this 
very large sum would be added to the 
taxes, which would have to be paid by 
the other taxpayers of the State. 

‘It is probable that the manufac 
turers and merchants of this State do 
not realize the indirect benefits they re 
ceive from the location here of so niany 
large insurance companies. Not~ only 
are the other financial institutions of the 
State magnified in size, importance and 
usefulness by the existence of these in 
surance companies in the community; 
not only does the enormous personnel 
of the insurance companies contribute 
largely to the support of Connecticut’s 
mercantile and manufacturing industries 
by their investment and purchasing 
power, but the heavy tax payments just 
mentioned lighten the tax burden of all 
other taxpayers. 

“*It would certainly seem, therefore, 
that the manufacturers and others so 
benefitted would deem it wise and al- 
most incumbent upon them to cordially 
support and patronize the stock insur- 
ance companies of Connecticut. Many 
manufacturers and merchants do this. It 
is, however, true that a great many 
manufacturers, including some of the 
leading manufacturers of the State, not 
only do not patronize Connecticut in- 
surance companies, but, instead, patron- 
ize the mutual companies of other 


states, who pay no taxes in Connecticut 
and contribute nothing to Connecticut’s 
growth and development, and, further- 
more, some of these manufacturers, I am 
sorry to say, are even active in endeav- 
oring to divert business beside their own 
companies to 


from the stock mutual 


companies. Yet, when any of our Con- 
necticut insurance companies, as fre- 
quently happens, plan to erect the large 
buildings which adorn the streets of 
I'artford, we are invariably asked by 
these same manufacturers to buy our 
equipment and material, so far as pos- 
sible, from Connecticut manufacturers, 
and most of us—perhaps mistakenly—do 
so. If seems to me these considerations 
should be more strongly brought to the 
attention of those of our manufacturers 
who do not co-operate with the home 
companies in the endeavor to bring about 
a better understanding of the situation. 


Companies Well Managed 


‘“Tt is highly proper to say that Con- 
necticut companies could not have ex- 
hibited the marvelous growth which the 
figures which I shall shortly read to you 
indicate, nor could the stockholders of 
Connecticut companies have been so for- 
tunate in their investments had not 
those stockholders always backed the 
companies, not only by their influence 
and good will, but by coming to the 
front in times of distress with whatever 
additional funds necessary to make good 
the impairments caused by conflagration 
or other undue losses. On the other 
hand, it is also fair to say that on the 
whole, Connecticut insurance companies 
have been managed by men of integ- 
rity, industry and skill—so that in con- 
siderinf the remarkable record which 
has been achieved, credit must be 
given both to those actively engaged 
in conducting the business of the com- 
panies and to the courageous and loyal 
stockholders who have backed their ef- 
forts. 

**Connecticut companies, taking into 
account the size of Connecticut, its popu- 
lation, and the number of fire insurance 
companies domiciled therein, occupy a 
remarkably large place in the fire insur- 
ance world. There are several reasons 
for this, one of which is that in three 
other states of the country, formerly 
homes of a considerable number of in- 
surance companies, large conflagrations 
have occurred which have seriously de- 
pleted, and, in some cases, put out of 
existence most of the fire insurance 
companies therein located. 


Few Companies Have Failed 


*fOnly one of these conflagrations se- 
riously affected the Connecticut fire in- 
surance companies, namely, that oceur- 
ring in Chieago in 1871, when seven Con- 
necticut companies were forced out of 
existence. Most of these companies, 
however, made very creditable settle- 
ments, and the fact that four out of 
eleven paid all losses in full and that 
several new companies were immediately 
organized to take over the business of 
the companies whose affairs did not per- 
mit of continued operation added to the 
reputation for strength and stability en- 
joyed by Hartford companies rather than 
detracted therefrom. It might be added 
that in previous smaller conflagrations— 
in New York in 1835 and 1845—when 
most New York companies were foreed 
into bankruptcy, only one or two Hart- 
ford companies were represented. Those 
companies paid their losses in full at 
that time and that action was probably 
the beginning of the reputation for 
stability which Hartford companies have 
always enjoyed. 

“It is true that more than once the 
stockholders of Hartford insurance 
companies have been assessed or called 
upon to pay in additional capital in 
order to meet the losses incurred in great 
conflagrations, and the courage and 
readiness, as well as the sense of re- 
sponsibility and personal obligation 
which the stockholders of the Hartford 
companies have thus exhibited have un- 
doubtedly been one of the chief fac- 
tors in enhancing the reputation of 
Hartford companies in every part of the 
country. Not only have the Hartford 
companies thus shown their willingness 
and ability to meet their obligations 
under the most trying circumstances, but 
a general policy of fair dealing followed 
for many years by the Hartford com- 
panies has also helped the reputation of 
Connecticut fire insurance.” 
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Oklahoma Agents Praise J. G. Read, 

Head of Insurance Department of 

That State; Tornado Insurance 
Under Review 

The Oklahoma agents in sessions a few 
days ago passed a number of resolutions. 
In brief they were as follows: ; 

1. Thanking the insurance commis- 
sioner, J. G. Read, and the state insur- 
ance board “for their laudable attitude 
toward insurance.” 

2. Recommending to legislature that 
overlapping duties of the insurance com- 
missioner and insurance board be 








straightened out. 

3. Suggesting that present laws be 
amended so to make all classes of insur- 
ance carriers qualify for entrance under 
the same standards, so that stock com- 
panies be not discriminated against. 

4. Suggesting larger appropriation for 
state insurance department. 

5. Requesting local boards and agents 
to co-operate with Chambers of Com- 
merce fire prevention work. 

6. Recommending that companies 
broaden their tornado insurance cover ; 
with no shouldering of liability when 
such is not covered by the policy. 


SECURITY HOME STARTED 

Chas. T. Wills, Inc., of this city, a 
prominent building organization, has been 
awarded the general contract for the 
erection of the new home office building 
for the Security of New Haven. It is 
expected that this structure will be ready 
for occupancy by October 1, 1925. 


THE HANOVER 


FIRE INSURANCE COMPANY 
Continuously in business since 1852 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of 
HANOVER is an absolute assurance of 
the security of its policy. 
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Prominent Men Behind 
New Chicago Lloyd’s 


MEMBERSHIPS _ $1,000 APIECE 


Benjamin N. Anderson To Be Manager; 
He Was Formerly a Stock Insur- 
ance Company Representative 





The Chicago Lloyd’s (The Associated 
Underwriters, Inc., Attorney-in-fact), has 
been organized and will have headquarters 
in the Straus Building, Chicago. Mem- 
berships are limited to $1,000 each, with 
$250 additional for organization expense. 
Among the underwriters are representa- 
tives of Marshall Field & Co., Vienna 
Model Bakery, Marrett Varnish Co., and 
Smart & Gore; Edward E. Gore of that 
concern having been president of the 
Chicago Chamber of Commerce. 

The Associated Underwriters, Inc., (the 
management of the Chicago Lloyd’s), has 
been incorporated with a capital of 
$10,000. 

The Officers 


The officers and managers of the As- 
sociated Underwriters, Inc., are Benjamin 
N. Anderson, president and _ treasurer; 
Robert E. Kenyon, vice-president; and 
Linus Long, vice-president and secretary. 
Their athliations in the past are thus 
described by “Best’s Insurance News.” 


“Mr. Anderson was for many years 
engaged in the insurance brokerage and 
fire imsurance agency business. He was 
first identified with H. H. Brown & Com- 
pany, which firm was later taken over 
by Brown, Anderson & Young. This 
agency represented for Cook County the 
Liverpool & London & Globe Insurance 
Company and the Northern Assurance 
Company of London, and the Glens Falls 
Insurance Company of Glens Falls, N. Y. 
In 1919 this concern was dissolved and 
Mr. Anderson, W. L. Dickelman and 
Henry Woessner organized the American 
Automobile Underwriters, an automobile 
reciprocal, the organization of which was 
only partially consummated when it was 
sold to other interests. Subsequently Mr. 
Anderson became associated with the 
American General Insurance Company, of 
Chicago, as vice-president, which company 
has been unsuccessful since its inception 
and dilatory as to payment of some of its 
losses. 

“Linus Long seems to be the motive 
force of the institution. He is a com- 
paratively young man, in the middle 
thirties, married, and resides at 6257 Sheri- 
dan Road, Chicago. Mr. Long says he 
came to Chicago from St. Paul, Minn., 
about four years ago. He claims to have 
sold securities for the Midland Trust and 
Savings Bank of that city. According to 
Mr. Long he has been engaged in the in- 
vestment and security business off and on 
for ten years. One of his later connec- 
tions was with the Chicago Fire & Marine 
Insurance Company, for which company 
he is said to have sold considerable stock. 
He also says that he was financial agent 
for the International Life & Trust Com- 
pany, of Moline, Ill., a small life insur- 
ance company which has been in business 
for some years but which has made little 
progress. Mr. Long appears to have had 
no experience in the management of an 
Msurance institution. 

“Robert E. Kenyon was for nine years 
connected with the Dodge Manufacturing 
Corporation, of Mishawaka, Indiana, 
manufacturers of wicker ware. He served 
them in various office capacities. He was 
later employed by the Johns Manville Com- 
pany’s Chicago branch as a_ salesman, 
where he remained about ten months, and 
later for nine years was with the Sefton 
Manufacturing Corp., manufacturers of 
Paper cartons, engaged in special sales 
work. More recently he was a partner 
in the Hoopes Advertising agency in 
Chicago, from which institution he came 
to The Associated Underwriters, Inc. Mr. 
Kenyon was at one time secretary of the 
Chicago Association of Commerce, and 


was for eight years a member of the 
executive committee of that body. In 
1920 he was a member of the board of 
directors of the Chicago Athletic Club. 
He is also a trustee of the Chicago Civic 
Opera Association.” 


The Cover 


The Chicago Lloyd’s will write princi- 
pally full cover automobile, plate glass and 
mortgage guarantee insurance in Illinois. 





INDIANA INSURANCE DAY 


Indiana Insurance Day, so-called, will 
actually cover three days, namely, January 
19-21, 1925, at the Claypool Hotel in In- 
dianapolis, according to present plans. 
This general convention of insurance men 
in Indiana of all branches of the business 
ought to be a success, for behind it are 
seven insurance associations, representing 
fire, life and casualty executives and 
agents. Among those who have been in- 
vited to speak at this convention are 
Vice-President Elect Charles G. Dawes 
and Charles M. Schwab, the steel mag- 
nate. All those who addressed this meet- 
ing at its last sessions have been invited 
as guests to the forthcoming convention. 
Arrangements have been made to take 
over the entire seventh floor of the Clay- 
pool for advertising exhibits. 
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MONK RAPS FIRE COMPANIES 

Insurance Commissioner Wesley E. 
Monk, of Massachusetts, last week charged 
fire insurance companies as being partly 
responsible for the huge fire losses while 
testifying in Boston at a hearing before 
the State Fire Commission. Mr. Monk 
accused the companies with centering their 
thoughts too much on profit making and too 


little on successful fire prevention work, 
He said too many companies sell fire in- 
surance without making accurate examin- 
ations of the risks insured, thereby en- 
couraging bad hazards, both physical and 
moral. The hearing was held in order to 
guide the commission in its report to the 
coming legislature on remedial legislation 
for fire insurance. 


Taking Care of Salvage 


Instances prove that many people believe that nothing 
should be touched after a loss, but that everything should 
be left “‘as is” until the adjuster arrives. 


This impression is wrong and may cost your clients a lot 
of money. Every agent should know and advise his clients 
that the policy contract imposes on the assured the duty of 


taking immediate care of the salvage. 


plainly printed in every policy. 


This condition is 


A good illustration of how property owners may suffer 
is a case recently tried, where the assured left the partially 
damaged property exposed to the weather. The adjuster 
was delayed and the property suffered considerably. The 
court held that the company was liable only for the damage 
by fire and disallowed the assured’s claim for rain damage. 


The agent who keeps his clients well posted on 
policy conditions and regulations will surely gain and 
hold their confidence. 


FIDELITY-PHENIX 
FIRE INSURANCE CO- 


SO MAIDEN LANE,NEW YORK,NY. 
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FIVE MILLION DOLLARS 
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FOUNDATION STONES OF 
AMERICAN LIBERTIES 


A SERIES OF DOCUMENTS PLAYING 
IMPORTANT PARTS IN AMERICAN HISTORY 








erento pene 


The Mayflower Compact 


IN THE NAME OF Gop, dmen. We whose names are underwritten, 
the loyal subjects of our dread sovereign lord, King James, by the 
grace of God, of Great Britain, France and Ireland, King, defender 
of the faith, etc., having undertaken, for the glory of God and 
advancement of the Christian faith, and honor of our King and 
country, a voyage to plant the first colony in the northern parts of 
Virginia, do by these presents solemnly and mutually, in the presence 
of God and one another, covenant and combine ourselves together 
into a civil body politic for our better preservation and furtherance of 
the ends aforesaid; and by virtue thereof to enact, constitute, and 
frame such just and equal laws, ordinances, and offices from time 
to time as shall be thought most meet and convenient for the general 
good of the colony, into which we promise all due submission and 














obedience. 


IN Witness WHEREOF, We have hereunder subscribed our names 
at Cape Cod, the 11th November, in the year of the reign of our sover- 
eign lord, King James of England, France and Ireland the eighteenth, 
and of Scotland the fifty-fourth, anno domini 1620. 
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Mr. Isaac ALLERTON Mr. THomas TINKER Mr. THomas WILLIAMS 
Captain My ces STANDISH Mr. JOHN RIGDALL Mr. GILBERT WINSLOW 
Joun ALDEN Mr. Epwarp FULLER Mr. EpmMuND MARGESON 
Mr. SAMUEL FULLER Mr. JoHn TURNER Mr. Peter Brown 
Mr. CuristoPHER MARTIN Mr. FRANCIS EATON Mr. RicHArD BrittRIDGE 
Mr. Witti1AM MuLLINns Mr. JAMES CHILTON Mr. GeQRGE SOULE 
Mr. WILLIAM WHITE Mr. JonN CrRACKSTON Mr. RicHarp CLARKE 
Mr. RicHarpD WARREN Mr. JoHN BILLINGTON Mr. RicHARD GARDINER 
Mr. Joun HowLanp Mr. Epwarp Dotey Mr. Joun ALLERTON 
Mr. STEPHEN HopkKINsS Mr. THomas ENGLISH 
“With everything AMERICAN Reprinted by THE AMERICAN 
tomorrow is secure.” INSURANCE Co. of Newark, N. J. 
= > 
Ey 
je \in cae 
> Wa 
) = : 1946 G 








4 










































































November 14, 1924 




















Cash Capital $500,000.00 








Marine, Hail. Use and Occupancy, Sprinkler Leakage, Riot and Civil Commotion 


Noe, 
3 J {surance ©. 


Tornado, Automobile 


New Haven, Conn. 








Michigan May Raise 
Taxes on Insurance 


BILL NOW BEING PREPARED 
To Raise Levy of $1,000,000 From Out- 
side Companies; School Teachers 
Backing Proposal 
Lansing, Mich., Nov. 11.-—An additionai 
tax on the business of foreign insurance 
companies operating in Michigan which 
might amount to as high as $1,000,000 
annually will be levied if a plan just an- 
nounced by the Michigan State Teachers 
Association to increase the primary school 
fund is successful. Initiatory petitions 
have been prepared, according to E. T. 
Cameron, secretary of the association, to 
bring about the passage of a bill levying 
such a tax on out of state insurance con- 
cerns and on inheritance, the revenue de- 
rived to total $6,000,000 and to be used 
to provide adequate school facilities in 
districts where the present funds are in- 

adequate. 

Under the present law, insurance com- 
panies with home offices outside of the 
state are required to pay a tax amounting 
to three per cent in the case of all con- 
cerns writing fire, marine, and automobile 
husiness and but two per cent on some 
special classes written by old line legal 
reserve companies. This tax is assessed 
on the gross premiums and amounted to 
over $2,000,000 for the year ending June 
30, 1924. Under the requirements included 
in the new bill, the levy would be raised 
to a flat three per cent. If enough sig 
natures are obtained, the Michigan initia 
tory law provides that the bill be presented 
to the legislature and if that body does 
not pass it within 40 days it must go to 
the voters 

MINNEAPOLIS MERGER 
Marsh & McLennan Secure Control of 
Big Agency; Office Now Writes 
for 40 Leading Companies 

The largest insurance agency west of 
Chicago will result from the merger of 
Marsh & McLennan, of Minneapolis, with 
the Minneapolis Insurance Agency, which 
has just been announced. It will operate 
as Marsh & McLennan, Inc., and has the 
leadership both in point of companies 
represented, with forty of the leading fire 
and casualty companies, and also in pre- 
mium income. In the consolidation the 
heads of both offices have been retained 
and the management of the business will 
be under their direction. 

This union of insurance agency inter 
ests is a continuation of the expansion 
begun more than a year ago, when the 
Conklin - Zonne - Harrison Agency was 
merged with Marsh & McLennan. The 
operations of the latter firm since that 
time have been under the direction of 
Frederick H. Head, Charles S. Wartenbe 
and John M. Harrison, who will be ac- 
tive in the direction of the operations of 
the new consolidation. 

Marsh & McLennan established — its 
Minneapolis office seventeen years ago and 
has since placed the insurance of many of 
this city’s largest corporations. This firm 
conducts a nation-wide business. It has 
offices in many of the leading cities of this 
country and Canada, in London, England, 
and correspondents everywhere. 

The Minneapolis Insurance Agency was 
formed twenty years ago through the 
amalgamation of five insurance firms. 


These were Gale & Co., of which Alex- 
ander Campbell was the head; Thorpe 
Bros. & Armatage, Christian & Wagner, 
A. L. Belknap and the insurance depart- 
ment of the Minneapolis Trust Company, 
which was under the management of J. P. 
Thomson. 

The resident vice-presidents of Marsh 
& McLennan, Inc., will be Frederick S. 
Head, Charles S. Wartenbe, John M. Har- 
rison, Alexander Campbell, Arthur W. 
Armatage, Edward M. Christian, James P. 
Thomson, Lynn M. Austin, A. E. Zonne 
and Samuel S. Thorpe. The present quar- 
ters of Marsh & McLennan in the First 
National-Soo Building will be retained. 


MEMORIAL TO W. H. MERRILL 
A handsome tablet to the memory of 
W. H. Merrill has been erected in the 
entrance hall of the Underwriters’ Lab- 
cratories building in Chicago by the 
board of directors. The tablet is a 
bronze bas-relief mounted on a Sienna 
marble background and was designed by 
E. D. Herrick, of Calvert, Herrick & 
Reidinger of New York City. The fol- 
lowing is the inscription: “To the 
memory of William Henry Merrill by 
whose vision this institution was founded 
and through whose agency its engineer- 
ing service for the protection of life 
and property was created and estab 
lished. Secretary and manager—1901 
1916, President—-1916-1923." 


ADDRESSES JERSEY SPECIALS 

The Special Agents’ Association of t' 
State of New Jersey heard a talk on clay 
working industries by C. W. Hill, man 
ager of the Atlantic Terra Cotta Company 
of Perth Amboy, N. J., on November 10 
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Nicholas J. Schrup, Head of 
Dubuque Fire & Marine, Dies 
Nicholas J. Schrup, chairman of the 
boards of the Dubuque Fire & Marine 
and the National Reserve, died at his home 
in Dubuque, Iowa, on Monday of this 


week. He was seventy-four years old and 
his health had been poor for several 
months. Mr. Schrup was well-known in 


lowa as an expert both in insurance and 
banking. Likewise he served two terms 
as state senator. Through his guidance the 
Dubuque F. & M. has grown into a fire 
company with strong reserves and surplus. 





HOME IS EXONERATED 
The licenses of Harvey T. Failing, 
special agent for the Home in Indiana, 
and Horace M. Lukens, of Lukens & 
Smith, local agents for the home at 
Evansville, have been revoked by in- 
surance commissioner McMurray of In- 
diana as a result of charges against them 
concerning the manipulation of an aver- 


age rate on the Evansville Band Mill 
Co. The charges against the Home of 
New York and Nathan B. Smith, Mr. 


Luken’s partner, were dismissed 


URGES LOSS REDUCTION 
George A. Clarke, secretary of the Con 
tinental, on Tuesday addressed the York- 
ville Chamber of Commerce on the sub 
ject of fire insurance. He urged York- 
ville business men to aid in fire prevention 





FIRE CONFERENCE MEETS 


Harry A. Smith Elected President; New 
Rules Proposed for West Indies 
and Central America 


President H. A. Smith, of the National 
of Hartford, was last week elected presi 
dent of the United States Fire Com 
panies’ Conference, with Paul L. Haid, of 
the Fidelity-Phenix as vice-president. 
The executive committee is composed ol 
Wilfred Kurth, Home, chairman; O. E. 
Lane, Niagara; R. R. Stone, of the Auto 
mobile; C. G. Smith, Great American 
and R. M. Bissel, of the Hartford Fire. 

The organization is composed of a 
number of strictly American companies 
and was formed some years ago to en 
able its members to co-operate in cer 
tain foreign territory, especially Canada, 
Newfoundland, the West Indies, and 
Central America, on rating matters and 
underwriting practices Through co 
operation with the lire Offices Commit 
tee (Foreign) in London, it had a voice 
in making rates and governing practices 
in some of these countries 

At the meeting on Thursday it was 
decided to recommend to the lire Offices 
Committee (Foreign), for joint adoption 
by the two organizations, the manda 
tory use of the three-fourth loss clause 
on risks covering stocks in retail stores 
of an aggregate cash value of $5,000 or 
less and of the iron safe clause in insur 
ing merchandise of an aggregate value 










work and told of the rising loss ratio of more than $5,000 in the West Indies 
coupled with lower insurance rates. York- except Cuba (and also excepting Porto 
ville is that section of New York City Rico, where the use of these clauses is 
which centers around 86th Street and Lex already mandatory), and in Central 
ington Avenue. America. 
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Explosion Insurance 


ANY owners have found lately 

that their dwellings or buildings 

may not be safe from the blast of an 
explosion miles away. 


This is the age of chemical form- 
ulas, and tremendous forces used in 
manufacturing enterprises, causing, 
when things go wrong, destructive 


explosions damaging property for 
miles around. 


The agent in safeguarding the 
property of his clients should not neg- 
lect the small dwelling that may need 
this insurance just as much as the 
largest manufacturing plant. 


Agents of this Company are entitled to know what we are ready to do for them to 
increase their Specialty Line business. A distinctive service is being 
offered. Speak to our field representative about it! 


COMMERCIAL UNION 
ASSURANCE CO., LTD. 


NEW YORK CHICAGO 





SAN FRANCISCO ATLANTA DALLAS 
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R. R. Contract Which 
Caused Insurance Suit 


SPECIAL BAGGAGE CARS USED 


Pennsylvania’s Agreement with Ship- 
pers as Brought Out in Winter 
Garden vs. Globe & Rutgers Case 


In view of the recent case of the Winter 
Garden Co., (a traveling Shubert revue), 
against the Globe & Rutgers, growing out 
of special forms of contracts between 
theatrical companies and railroads the 
following copy of the Pennsylvania Rail- 
road System’s form of contract for trans- 
portation of property in special baggage 
cars will interest adjusters and others: 


PENNSYLVANIA RAILROAD SYSTEM 
The following form of contract for a special 
baggage car furnished for the transportation of 
property will be required in all cases, whether or 
not such car is accompanied by caretaker, and 
special baggage car will not be furnished unless 
the contract is executed in connection therewith: 
FORM OF CONTRACT 
aidetetentadaas = — ud Comyx any. 





tat 
AGREEMENT AND REG ULATIONS | 
THE TRANSPORTATION OF PROPERTY 
IN SPECIAL BAGGAGE CARS. 

Property transported under this contract will 
be transported in special baggage car or cars, 
subject to tariff regulations, in accordance with 
conditions shown herein, with the distinct under- 
standing that this is a_ special arrangement 
whereby such property will not be checked or 
weighed or subject to charges for excess weight 
or restriction as to maximum weight or size 
provided in published tariffs for similar effects 
when checked and transported in regular bag- 
gage car. 

If the owner of property, or his representa- 
tives, is unwilling to execute the contract, he 
will be referred to the Freight Department or 
the Express Company. 

SPECIAL BAGGAGE CAR WILL NOT BE 

FURNISHED, unless the contract is executed 
in connection therewith. 

CONTRACT. 

In consideration of the reduced rate at which 
INO DTOVETCY (Gls ce sccnsccecessusccccsnecisnscnenecse 
is transported from 


“FOR 





Sones any, nor any other carrier over Fcc line 
the property is handled shall be liable for loss, 
destruction, damage or delay of such property, 
unless caused by negligence of the carrier, its 
employes or agent. 

It is further agreed that if such property be 
lost, destroyed or damaged through negligence 
of the employes of the carrier, the Theatrical 
Company shall not be entitled to recover more 
than the value thereof, which in no case shali 
exceed the following amounts: Horses or Mules: 
$100.00 each, not more than $200.00 in aggregate, 


Dogs: $25.00 each, not more than $100.00 in ag- 
gregate. Other animals, wild or domestic: $50.00 
each, not more than $200.00 in aggregate. 


Personal baggage and property of employes: 
$100.00 each, not more than $2.500.00 in aggregate. 

Musical instruments: $25.00 each, not more 
than $300.00 in aggregate. 

Property belonging to the Company other than 
specificaly designated above, $1,000.00. 

urther, if the Theatrical Company, or any 

member thereof, desires to declare a greater 
value than shown herein, on the whole or any 
part of the effects covered by the contract, the 
shipping agent will collect amount due for such 
declared extra value at rate for each additional 
$100.00, or fraction thereof, according to pub- 
lished tariff, and issue proper receipt therefor, 
after endorsing this contract in proper space. 
Extra value declared as follows: 





Number é Snes 


ARTICLE Checks Issued 














In case of partial loss or damage to said 
wenperty, the amount to be paid therefor by the 
carrier shall be a proportionate part of the value 
thereof, which in no case shall exceed a pro- 
portionate part of the value of said property 
declared herein: For example, if the partial 
loss, damage or injury to any one or more ot 
the articles shipped shall amount to one-half or 
any other fractional part of the value thereof, 
then the amount to be paid by the carrier shall 
be one-half or other fractional part of the value 


thereof, which in no case shall exceed one-halt 
or other fractional part of the value declared 
herein. 

It is agreed that the owner of the property or 
his representative, will load baggage cars at each 
starting point and will assume responsibility for 
properly securing all doors and entrance to the 
car, oe for so loading the property as to pre- 
vent damage to or loss of same in the ordinary 
course#of transportation. 

Further, at destination car will be unloaded 
by the owner or his representative, with reason- 

ble promptness and all property taken away 
from the premises of the railroad immediately 
thereafter, otherwise it is understood that the 
railroad will treat such property as unclaimed 
baggage, subject to, storage charges; and ani- 
mals, at the carrier’s will, may be turned over 
to outside parties for care and _ protection, 
charges accruing therefor to become a lien on 
the animal or animals. 

It is further understood that the owner of the 
property, or his representatives, hereby agrees 
and specifies that the property covered by this 
contract does not contain or include any ex- 
plosives or inflammable matter or dangerous 
articles. This, however, does not apply to mov- 
ing-picture films, hydrogen or oxygen gas 
cylinders when packed, marked and labeled as 
prescribed in Interstate Commerce Commision 
regulations for transportation of these artigles 
by express. 

Also that the owner of the 
representatives, shall be responsible for any loss 
or damage, not only of or to his own employes, 
and property therein, but also for any loss or 
damage to cars, merchandise, buildines, road- 
ways and property owned by ‘the railroad com- 
pany or other parties, or for which they may 
be held responsible, occasioned by the carrying in 
baggage cars of gasoline or any other inflam- 
mable or explosive article or compound of a 
dangerous or explosive nature in violation of 
this contract, or occasioned by negligence on the 
part of the owner of the property, his employes 
or representatives, or other acts of omissions 
for which he or they may be held resnonsible. 

It is understood that the Theatrical Company 
will assign a man to safeguard its effects while 
in the car, both at terminal point and while in 
transit, as carriers will not assume the respon- 
sibility for safeguarding contents of the car. 

Trains of issuing carriers of this tariff gen- 
erally make their echadile time, but are not 
guaranted to do so, and it is expressly agreed 
and understood that the carrier shall not bé 
liable for any loss or damage from failure of 
trains to make schedule time or connection at 
junction points. 

I am fully 
tract, and have been duly authorized by the 
GOO brig od dicecteesseccecabhiancaxaccasss 
and by the individual members thereof, to ac 
cept all the terms and conditions above set forth. 
and by such authority, and on their behalf, I 
execute this contract. 


property, or his 


Owner or Representative of Owner’s Property. 


To Agents: Agent or representative of Rail- 
road Company will fill in name of Theatrical 
Company or owner of property, destination and 
date on spaces provided, secure signature of 
owner of property, or his representative, and 
witness such signature on line provided. Only 
one contract will be necessary when the move- 
ment consists of one or more svnecial baggage 
cars. This contract must be made in duplicate, 
one copy properly signed and witnessed to he 
handed to the owner or representative, and the 
other cony forwarded to the General Baggage 
Agent. Ink must be used for signatures and in 
making out this blank. 


H. W. BROWN & CO. ORGANIZING 
LIBERTY BELL INSURANCE CO. 


H..,W. Brown & Co. of Philadelphia 
is organizing the Liberty Bell Insurance 
Company to succeed to the connections 
of the Independence Insurance Com- 
pany, sold to the Independence Indem- 
nity Company. The Liberty Bell will 
have the same officers and agency man- 
agement as the other comnany which 
preceded it. The Liberty Bell’s capital 
will be $200,000 and the surplus $300,000. 


PHILADELPHIA CHANGES. 
The Philadelphia Fire Underwriters 
Association has announced the appoint- 
ment of James C. McCurdy as agent 
for the Westchester and the discontinu- 
ance of the agency of Stone, Mathews 
& Co. for the Netherlands. 





Pereyra & Oxfeld, Inc., Brooklyn, N. Y., 
has been chartered at Albany with a cap- 
ital of $5,000 to engage in insurance, agency 
and brokerage. A. G. Pereyra, Samuel 
Oxfeld and Benjamin Evans are the direc- 
tors and subscribers. 


aware of the contents of this con- , 
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EORGE SHAW, 116 Milk St., Boston, General 
H. H. LANDON, 374 Main St.,” 


Fire, Marine, Windstorm, 

Automobile, Sprinkler Leak- 

age, Riot and Explosion In- 
surance. 





eeeeeee ROCHESTER, N. Y. 


JL, 205 Walnut Place, Philadephia, Special “Agent. ccccceccocee MIDDLE DEPT 


BEN... ss eeeeeeeeeeeeeseres NEW ENGLAND 


Springfield, Mass., Special Agent.........+..NEW ENGLAND 


MADE AGENCY SUPERINTENDENT 


L. E. Falls Promoted by American of 
Newark; Also Elected Assistant 
Secretary of Columbia Fire 


_ On November 1, Laurence E. Falls, 
formerly special agent for The American 
of Newark in the northeastern section of 
Ohio, was appointed superintendent of 
agencies for The American and assistant 
secretary of The Columbia Fire of Day- 
ton, Ohio, the American’s running mate. 
He is now located in the home office at 
Newark. 

Mr. Falls commenced his career with 
the old Western Reserve, and when that 
compeny retired he entered the casualty 
field. For the eight years preceding his 
coming with The American he was a local 
agent in Cleveland. He has been special 
agent for The American since May, 1923. 
Continuing the American’s policy of keep- 
ing its home office in close touch with its 
agents, Mr. Fall’s appointment gives the 
Newark office another mah familiar with 
the agents problems and the selling end 
of the business. 





WESTERN HAIL CHANGES 

At the recent three-day meeting of the 
advisory committee of the Western Hail 
& Adjustment Association a number of 
recommendations were drawn up for pres- 
entation to the executive committee and 
annual meeting of the Association in the 
middle of November. A new policy form, 
patterned after the eastern form requir- 
ing the assured to submit to an examina- 
tion under 


oath, was suggested and a 
committee appointed to draw up the new 
document. The clause stipulating that the 


expense of cutting and harvesting shall 
not be taken into consideration in loss ad- 
justment will be reinstated to force follow- 
ing its accidental omission since 1916, 
Extension of the expiration date of bar- 
ley, winter wheat and rye was suggested 
for certain states at an additional rate of 
1 per cent per 5 extra days. The 1923 
rule allowing an agent the balance of his 
commission when he has collected 87%4 
per cent of the asured’s note is to be re- 
stored. Some rate changes were made by 
the transfer of several counties to other 
lower rate territories. 





MAY REGRADE RICHMOND 

Allen M. Schoen, chief electrical engi- 
neer of the S. E. U. A., is arranging to 
visit Richmond, Va., November 26 to con- 
fer with Mayor Bright and the insurance 
committee of the chamber of commerce 
relative to the question as to whether 
Richmond is entitled to a better grading 
as a result of improvements put into effect 
in keeping with recommendations of the 
national board. 


JOHN WEST DIES 

John West, 63, long active in the insur- 
ance business in Oshkosh, Wis., died on 
November 7 after a brief illness from 
pneumonia. He was born at Chicago and 
came to Oshkosh in 1886, building up a 
large insurance concern. Since 1911 he 
had been partially incapacitated by paraly- 
sis. For years he was commodore of the 
Oshkosh Yacht Club and treasurer of the 
First Congregational Church. 





The 


Fire and Marine Insurance 


Many of the Leading 
Agencies in the United 
States now Represent 


WORLD 


Co. 


HARTFORD, CONN. 





Capital, $1,000,000 


RALPH B. Ives, President 





Surplus, $1,000,000 





Why Not You? 





Fire 
Automobile 


Tornado 

Rain, Hail 

Rent, Rental Value 
Leasehold 

Use and Occupancy 
Profits 

Sprinkler Leakage 
Registered Mail 
Parcel Post 
Tourists’ Baggage 
Salesmen’s Samples 
Transit Floaters 


Explosion 


Inland Marine and Coastwise 


Automobile Truck Transit 


Riot and Civil Commotion 








will come back to you.’’ 


“* Then give to THE WORLD the 
best that you have and the best 
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The North River Insurance Ce. of 
New York 

Richmond Insurance Company of 
New York 


United States Merchants & Shippers 
Insurance Company 
New York State Fire Ins. 

Albany, N. Y. 


Union Fire Insurance Co. of Buffalo, 
New York 


Co. of 


F. M. Gund, Manager, Western Depart- 
ment, Freeport, Illinois 
Hines Brothers, Managers, Southern 
Department, Atlanta, Georgia 





CRUM AND 


110 WILLIAM STREET—NEW YORK CITY 
REPRESENTING 


FORSTER 


United States Fire Insurance Co. 
New York 


British America Assurance Co. 
Toronto, Canada 


Western Assurance Company 
Toronto, Canada 
Potomac Insurance Company 


Washington, D. C. 


of 


of 


of 


United States Underwriters’ Pelicy 


of New York 


W. S. Jackson, Manager, Pacific Coast 


Dept., San Francisco, California 


Cobb Glass & Co., Managers, North 


Carolina Dept., Durham, Nerth 
Carolina 
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Says All Claimants 


Over-Estimate Losses 


NATURAL REACTION TO FIRES 


Frank L. Erion, Chicago Adjuster, Tells 
of Psychology of Settling Losses 
in Magazine Article 
dean of 


frank d.. lérion, regarded as 


ire insurance adjusters in the Middle- 
West, has been interviewed by Wm. W. 
lyaomis for the “American Magazine 


monthly 
copies, on his 


vhich has a circulation of over 
2,000,000 experiences with 
persons who have suffered losses from fire. 
Mr. Erion relates some interesting anec 
dotes and comes to the conclusion that the 
psychological reaction from a fire makes 
practically every claimant overestimate his 
loss. In his article he describes both the 
ittitude of the claimant approaching an 
adjuster and of the adjuster facing a 
claimant. 

Some of Mr. 
on fire adjustinents, 
the November issue of the 
Vaygazine,” follow: 


“Whether you are 


Erion’s observations 
as publishe d in 
“American 


loss 


president of a_ big 
corporation, or a clerk living in a small 
flat.’ says Mr. Erion, “you should take 
an inventory of everything you own and 
bring it up to date once a year. Don't 
depend on your memory, for it will prove 
surprisingly inaccurate. If you present a 
claim backed by an inventory, you are sure 
to get a prompt and honest settlement of 
your lass. 
“But don't 


keep the list of your be 


longings im your house, or leave it exposed 
to-tire in your office. Put it in a safety 
deposit vault or in a fireproof safe. A list 


isn't any good if it is destroyed along with 
the building.” 

\n insurance adjuster must have a wide 

knowledge. He needs to be 
with building construction of all 
kinds, must know merchandise values, and 
should be able to ascertain the cost and 
depreciation of machinery and equipment 
of infinite variety. But this technical 
information would not get him very fat 
if he did not understand the workings 
of the human mind when it is confronted 


by some disaster, such as a fire. 


range ol 
familiar 


People Lose Heads at Fire 


It is not surprising that people lose 
their heads at a fire; it would be surpris 
ing if they did not. Everyone has laughed 
it the man who throws a clock out of the 
second-story window and then brings a 
couple of pillows down-stairs in his arms ; 
but things just as absured as that are 
happening every day. 

The suspicions of any adjuster are 
iroused when he finds that the owner of 
1 business has acted in just exactly the 
right way, saved just the right records, 
and done everything as it should have 
been done. An accidental fire is an abnor 
mal and exciting thing, and human nature 
refuses to be calm and normal under such 
conditions 

It is easy enough for a spectator behind 
the fire lines to say what ought to be 
done; but it’s a different thing when yow 
home or your store is going up in flames, 
and you are working frantically to save a 
little of your beloved property. Every 
second counts, and possiblv you risk your 


life in your effort. You are not in any 
position to be cool, collected and _ fore- 
sighted. Even veteran fire fighters, occas- 


ionally do foolish things. 

Do you wonder, then, that men in ordin 
ary walks of life get excited when they 
hear the crackling of flames, see .great 
rolls of smoke rushing upward, and know 
that all they own in the world is being 
consumed? And do you wonder that, 
when the fire is over, the owner has an 
exaggerated idea of the: loss he has 
suffered ? 

After a catastrophe a man has his back 
to the wall, and his natural instinct of 
self-preservation crops out. He has been 
hard hit, and self-interest and survival at 
any cost are the great motives that sway 
him. He is going to get from the com- 
pany every nickel he can, for he is in a 
desperate and overwrought frame of mind. 


And his friends step in and urge him on. 

The stage is all set for a misunderstand- 
ing. There is no other business situation 
just like it. Each side is probably dis- 
trustful of the other before negotiations 
begin. The victim of the fire is sure the 
insurance companies will take advantage of 
his hard luck if they can, and the insur 
ance adjuster feels just as certain that a 
padded claim will be presented. 

If a man would be as frank with an 
adjuster as he is with his banker there 
would be no trouble. But after a fire 
people hesitate to lay their cards on the 
table, face up. They think all the advan 
tage is on the other fellow’s side, because 
their evidence is burned. So they often 
attempt to play the game shrewdly, trying 
to outwit the adjuster who, they erron- 
cously think, is their adversary. It is 
then the turn of the adjuster to call into 
use his knowledge of the human mind in 
distress, and win the contidence of the 
people he is dealing with. If he succeeds 
in this, a fair settlement is sure to follow. 


All Try to Beat Companies 


Recently a friend asked me what per 
centage of people who suffer fire losses 


try to get the better of the insurance com- 
panies, and J answered that one hundred 
and one per cent of them do. But that’s 
not saying they are all dishonest. The sit 
uation is abnormal, so people act 
abnormally. 


When your house burns, and you begin 
to list the furniture in your living room, 
you remember it as new, and figure what 
it will cost to replace. Maybe it was the 
lirs€ furniture you and your wife were able 
to buy and you recall the pleasure you 
got out of it. lor months you saved, and 
then came the fine day when you went 
down-town and bought that set you had 
been looking at in the store window. How 
line it appeared in your own home! Now 
it is in ashes, and you forget it was badly 
worn, that upholstering had lost its color, 
that two of the chairs were wabbly, and 
that your wife had been saying for months 


she wanted to junk every piece of it. 
Memory has a way of playing strange 


tricks, and 
past as 
best. 

And you think of that gray suit hanging 
in your closet. It was your favorite suit. 
All your friends admired it when it was 
new. There is nothing left of it now but 
the buttons, and they are hidden in a pile 
of ashes and fallen timbers. You recall 
it as it was when you first wore it, for- 
vetting all about the frayed trousers and 
forgetting, too, that only the week before 
you had told your wife to give it to the 
Salvation Army. 


things of the 
were at their 


reconstructing 
glorious as they 


How Adjuster Sizes Up Claimant 


You may wonder how an adjuster 
figures out what is due the policy holder. 


Well, in the tirst place, he knows building 
costs, and it is always easy to reconstruct 
a house on paper. Measure the founda- 
tion for the size, learn from anyone in 
the neighborhood how many stories it 
had, what kind of building it was. There 
are always some charred ends of stringers 
to show whether it was a_ substantially 
built house that the owner intended living 
in for years, or whether it was a cheaply 
constructed shack put up for a quick sale. 
The metal parts give a line on the heating 
system, and the twisted pipes and plumb- 
ing fixtures tell their story. 

The adjuster makes up his estimate, and 
the owner usually gets a local contractor 
to figure on the cost of rebuilding. Then 
they compare estimates and “scrap it out,” 
item by item. The result is just about 
right, and if the adjuster is at all diploma- 
tic. he leaves the owner satisfied that he 
has received a square deal. 

Of course it is hard to estimate the value 
of furniture, fixtures, books, and the like. 
We have to depend on the owner’s memory 
for such things, and memory is mighty 
tricky. If | find a man is the right kind, 
| tell him not to hurry, but to keep a 
notebook in his pocket, and every time 
he thinks of anything put it down. The 
wise thing is for a man to make an in- 
ventory of his household goods, and keep 
it up to date. But don’t store it away in 
the house. Put it in a safety deposit 
vault. 
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EPISODES 


Springfield Fire & Marine 


railroad 
struggling 
handicap of popular prejudice. 

a period of unparalleled activity. 
beginning 


JREVIOUS to 1849, 


“Commodore” 
on the 
sensed the change which was about to take 
and began to buy up the 


Reviewing events which occurred during the period when the 
Company was founded. 


Insurance 
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' decade. 
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steamboat, 
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1849 --~ 1924 


eA 715 vears of Property Protection “= 


the FORT! 


Through his master manipulation, 
developed by leaps and bounds. 
Under the stimulus of five great trunk lines, 
Chicago, in the early sixties became the ship- 
ping center of the West and increased her 
population nearly fourfold within one short 
In 1869 the Atlantic and Pacific were 
linked by the first transcontinental line. 

To keep pace with this rapid development 
the Springfield established its Western De- 
partment at Chicago in 1876. 


SPRINGFIELD FIRE & MARINE INSURANCE CO. 
SPRINGFIELD, MASSACHUSETTS 


railroads 
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Insurance Society 
Awards 26 Prizes 


FOR HIGH MARKS IN COURSES 


Beha, Carter and Purdy Speakers; S. R. 
Kennedy Features with His Wit; 
Large Attendance 





Twenty-six prizes were awarded 
Wednesday night at the Insurance So- 
ciety of New York dinner at the Hotel 
Astor to young men and women who 
have successfully passed fire, casualty 
and marine courses of the Society and 
the Insurance Institute of America. 
More than three hundred members 
crowded the banquet hall to pay tribute 
to the growing educational opportunities 
offered through the Society and Insti- 
tute. Leading executives from all 
branches of insurance, except life, were 
present, including Ernest Sturm, new 
chairman of the America Fore boards, 
who sat at an inconspicuous table near 
the rear of the hall with several of his 
associates. 

The dinner was in line with the usual 
gatherings of the Society, dominated by 
the best of goodfellowship and_ socia- 
bility. President S. R. Kennedy, who 
presided, and who is one of the best 
wits in insurance, poked good-natured 
fun at C. R. Pitcher, of the Royal; C. A. 
Ludlum, vice-president of the Home, and 
others. He introduced Mr. Ludlum as 
an officer of the Carolina and Franklin 
insurance companies, 

Insurance Superintendent James A. 
Beha, of New York; Walter Carter, 
United States general attorney of the 
Royal; and Lawson Purdy, treasurer of 
the Russell Sage Foundation, were the 
speakers of the evening. Mr. Beha’s talk 
was listened to with great interest to 
see whether he would throw any bombs 
such as exploded at two previous meet- 
ings, but in the main he refused to be 
drawn into serious discourse. 

Over only one section of Mr. Beha’s 
speech is the insurance world pondering. 
After paying tribute to the magnificent 
insurance buildings in Hartford which 
Mr. Beha inspected Wednesday morning, 
he said he thought these beautiful struc- 
tures denoted prosperity in the insur- 
ance business, and that, therefore, those 
who have come to his office to complain 
of the hardships of underwriting con- 
ditions might not receive an over-sympa- 
thetic reception. Having witnessed evi- 
dences of great wealth in insurance, the 
superintendent announced with a smile 
that he would govern himself accord- 
ingly. As he spoke with evident good 
nature, those who heard him can con- 
strue his words as they best see fit. 

The prizes were awarded by Charles FE. 
Case, first prizes being $25; second 
prizes, $15, and third prizes, $10. The 
recipients and their grades in the exam- 
inations are as follows: 

Junior Fire Course—Ist, V. J. Simmon, 
Crum & Forster, 88.4; 2d, C. M. Close, 
Great American, 87.1; 3d, C. A. Morhard, 
New York Underwriters’ Agency, 85.6. 

Intermediate Fire Course—lst, E. P. 
Folley, Westchester Fire, 86; 2d, E. L. 
Morales, Niagara Fire, 84.1; 3d, J. Owen, 
F. S. James & Co., 82.5. 

Senior Fire Course—Ist, G. E. Melsha, 
New York Underwriters’ Agency, 96.2; 
2d, E. K. Warren, Great American, 89.6; 
3d, H. W. Burleigh, Northern Assur- 
ance, 77.5. 

Junior Casualty Course—Ist, R. A. 
Leyendecker, 34 West 87th Street, New 
York, 86.3; 2d, Helen A. Watkins, B. H. 
Wodds, Jr, G Go, G41; 3¢) ©. E-. 
Morales, Niagara Fire, 58.5. 

Intermediate Casualty Course—lst, P. 
Dragunas, Sisley & Brinckerhoff, 97.5; 
2d, H. J. Bates, General Accident, 87.1; 
3d, W. A. Schilling, General Accident, 82. 

Senior Casualty Course—Ist, J. -S. 
Isaacs, European General Reinsurance, 
88 (Mr. Isaacs died August 15, 1924) ; 2d, 
W. A. Bernhard, General Accident, 77.6; 
3d, W. K. Fletcher, New York Indem- 
nity, 74.1. 

Marine Junior Course—Ist, J. W. Sar- 
gent, Insurance Company of North 
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America, Philadelphia, 99; 2d, S. Gore, 
Johnson & Higgins, 94; 3d, W. Falb, 
Atlantic Mutual, 93. 

Diplomas for the completion of the 
three-year institute course were awarded 
to the following students of New York 
City, they having taken the courses un- 
der the auspices of the Insurance Society 
of New York: Fire Branch—Joseph C 
Fitzgerald, Jr.. Gordon, Roberts & Co.; 
George P. Mang, Jr., Home Insurance 
Company; John H. Garland, Suburban 
Fire Insurance Exchange; Edward K. 
Warren, Great American. Casualty 
Branch — William Bernhard, General 
Accident. 

Carter on Insurance Trends 

Mr. Carter’s speech was devoted to 
what he described as “Some modern 
trends of our business.” After ex- 
pressing gratification at the presence of 
the New York State Insurance Superin- 
tendent, Mr. Beha, and remarking on the 
friendly spirit which caused the super- 


intendent to be a welcome guest whose 
presence created no embarrassment in 
their discussion of the intimate details of 
their business, Mr. Carter first referred to 
the growth. of the fire insurance business 
during the twenty year period ending last 
December. 

He presented statistics showing the ex- 
tent of the growth and the variation in its 
distribution. The statistics showed the 
relatively faster growth of the larger com- 
panies aided no doubt by the development 
of the group system of operation. He re- 
ferred to the fundamental reasons which 
had caused the group system to supplant 
the earlier practice of consolidation and 
remarked upon the differing objects to be 
achieved which animated the principles 
upon which the inter relations of members 
of existing groups were apparently 
regulated. 

Finally he referred to the probable 
eventual outcome of growth of premium 
income and financial resources in creating 
ability to expand individual lines beyond 
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present levels without creating serious 
probability of undue fluctuation of experi- 
ence. His remarks closed with some 
speculative observations on the possible 
future trend of limit practice particularly 
in its relation to group operation. 


L. & L. & G. AND STAR SPECIALS 
H. D. Wenner has been appointed spe.- 
cial agent of the Star of America, ers 
tive November 17, succeedin 
Smith who has been penn aaa 
agent of the Liverpool & London & 
Globe. Mr. Wenner has been with the 
Star for twelve years, having had ex- 
perience in the Philadelphia office and 
in the field. His new headquarters will 
be in Harrisburg. 








Automobile Is Urging 
Agents to Sell Marine Lines 


Ocean marine insurance is the subject 
treated by the Automobile of Hartford 
in the latest of its “Lines we want you 
to push” educational and sales promo- 
tion literature which is being sent to 
all agents. Four sales letters and a 
pamphlet, the latter explaining ocean 
marine coverage in all its branches, are 
included in the folder which all agents 
are asked to use as an aid in pushing 
this line. The pamphlet begins by an- 
swering its own questions: “What is 
ocean marine insurance?” It then tells 
of cargo possibilities and how to secure 
prospects, and stresses the value of es- 
tablishing early*relation to capitalize the 
prospect list. 

Other sections of the pamphlet deal 
with such subjects as “What to do when 
marine insurance is arranged by selling 
agents or consignees,” “Intercoastal 
trade—an opportunity in waiting,” “Ma- 
rine insurance terms and what they 
mean,” the difference between “particu- 
lar average” and “free from particular 
average,” and finally “Hull possibilities.” 

A list of more than fifty commodities 
covering which the Automobile already 
has issued policies is included in the fold- 
er, and agents are asked to check the 
concerns in their territories dealing in 
similar products for the purpose of as- 
certaining their respective marine insur- 
ance requirements. 


French Support York Rules; ~ 
English Have Not Acted Yet 


English insurance journals report that, 
although the French Underwriters’ As- 
sociation and the leading French ship- 
owners’ associations have approved the 
York-Antwerp Rules of 1924, British ma- 
rine insurance and shipping men have 
been hesitant in giving these new rules 
their unqualified endorsement. So far, 
the London Institute, Lloyd’s Under- 
writers’ Association and the Liverpool 
Underwriters’ Association have not an- 
nounced their position on the rules. 
“Perhaps the fault for this lies with the 
International Law Association, for, so 
far, apart from announcing at the Stock- 
holm Conference that the new rules were 
to be submitted for approval to shipping, 
insurance and commercial interests, no 
step appears to have been taken towards 
calling the attention of these interests 
to the proposal,” says the “Post-Maga- 
zine. 








MARINE COURSE A SUCCESS 


The second year of marine insurance 
lectures given under the auspices of the 
Insurance Society of New York in the 
Board Room of the New York Board of 
Fire Underwriters at 123 William Street 
have already been pronounced success- 
ful, as there were well over one hundred 
persons present at the first lecture severa! 
weeks ago. Those who advocated this 
series of lectures on marine insurance 
have seen their judgment justified. 


OPEN OFFICE AT SOUTH BEND 


The Underwriters Adjusting Company 
of Chicago has opened an office in South 
Bend, Indiana, with B. L. Jones as resi- 
dent adjuster. This branch will be under 
the direction of F. H. Jones, of the Fort 
Wayne branch, who will supervise ad- 
justments in that territory. 
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Fix Liability of 
Steamer in Bad Fog 


“SPEED 


Government Vessel Held Responsible 
For Collision With Ship Going at 
Very Slow Rate 


The United States District Court, 
Southern District, has given judgment 
in the case of the New York & Cuba 
Mail Steamship Company,  libellant, 
against the United States, owner of the 
“Conner,” respondent, that the rule that 
every vessel shall in a fog, falling snow 
or rainstorm, go at a moderate speed, 
having careful regard tor existing cir- 
cumstances and conditions, is interpreted 
to mean that in a log steamers are bound 
to reduce their speed to such a rate as 
will enable them to stop in time to avoid 
a collision after an approaching vessel 
comes in sight, providing such approach- 
ing vessel is herseli going at a moderate 
rate ol speed. 

Where fault on the part of one ves- 
sel is established by uncontradicted tes- 
timony, and such tault is of itself suf 
ficient to account for the disaster, it is 
not enough for such vessel to relieve 
itself from liability, to raise a doubt with 
regard to the proper management of the 
other 


EXCESSIVE PROVEN 


vessel. 
opinion 
Judge 


interesting 
District 


In delivering this 
on maritime liability 
Winslow said in part: 


Opinion On Liability 


Winslow, District Judge—These are 
cross-suits in admirality, one brought by 
the New York & Cuba Mail Steamship 
Company, owner of steamship Esperanza, 
against the United States, owner of the 
torpedo boat destroyer Conner, and by 
the United States against the steamship 
Isperanza to recover damages arising 
fwom a collision between the I¢speranza 
and the Conner on February 15, 1918, off 
Barnegat. 

The facts 
tion of the 
follows: 

Phe Esperanza, with passengers and 
cargo, left Brooklyn at 3.05 P. M., Feb 
ruary 14, 1918, bound for Cuban and 
Mexican ports. At 7.55 she passed Scot 
land Light, her course being S. by W. 
W. ‘This course was maintained until 
off Sea Girt, when it was changed to S. 
by W. % W., and later was changed 
to S. by W. At 10.25 P. M., the weather 
having thickened, the engines were put 
half speed and fog signals were sounded 
at regular intervals. At 10.30 fog shut 
in and speed was reduced to slow. About 
10.40 the speed was reduced to dead slow 

three to four knots—‘just steerage 
way.” The Esperanza’s fog whistles in 
the meantime were blown at regular in- 
tervals. At 12.08 A. M., February 15, 
ship's time, while running at dead slow 
on a course S. by W., the fog signal of 
another vessel was heard about three 
points on the starboard bow of Esperan- 
za. The master and second officer were on 
the bridge and a lookout stationed on 
the forecastle head. The fog signal was 
heard and reported by the lookout, 
whereupon the Esperanza blew a regu- 
lar blast of her fog whistle. The captain 
then took the whistle cord and blew 
three fog whistles at approximately 
three-quarter minute intervals. No 
whistle was heard from the Conner dur- 
ing this time. Then a loud whistle was 
heard from the Conner, and at the same 
time she broke out of the fog, apparently 
coming at high speed, and almost im- 
mediately struck the Esperanza a glanc- 
ing blow on her starboard side, thence 
disappearing in the fog under the Espe- 
ranza'’s stern. An inspection disclosed 


material to the determina 


issues, not disputed, are as 


that the Esperanza was able to make 
and she put 


port without assistance, 


about, heading toward New York, where 
she arrived February 15 at 12.32 P. M. 
* Making Speed Tests 

The Conner, a new torpedo boat de- 
stroyer, left Philadelphia February 14, 
1918, for Newport, R. L., under orders to 
make test runs of 12, 16 and 20 knots, 
using the cruising combination of her 
turbines. ‘en minutes prior to the ter- 
mination of the 12-knot test, at 9.30 
P. M,. February 14, a dense fog shut in, 
which continued until the collision, ‘The 
12-knot test was terminated at 9.40 P. M., 
when the engines were shiited to high 
pressure combination, but no change was 
made in the Conner'’s speed of 12 “knots. 

‘The Conner passed I'ive Fathom Bank 
Lightship at 7.20 P. M., about 100 yards 
on her port beam. From there’ her 
course was made at 34° true. Her course 
and speed of 12 knots were held until 
the collision occurred. The Conner’s 
commander testified that at 12.12 A. M., 
February 15, “I heard a_ sound. * * * 
‘This sound attracted my attention on 
the ground that it might be a fog signal. 
1 inquired and found no one else on the 


bridge had heard anything which 
sounded like a tog signal. 1 gave im- 
inediate orders to exercise unusual 


Giligence in listening, and to sound our 
own signal, so that it this sound had been 
a fog signal, we would have given an 
immediate response to the other vessel. 
Our signals had just been sounded when 
through the fog came a loud piercing 
fog signal of a steam vessel under way 
on our port bow. I immediately called 
out ‘Stop the engines, and being the 
nearest person to the engine-room tele- 
graph, shoved them myseli to the stop 
position and got the stop signal back 
irom the engine-room.” 

The commander further says that “the 
only thing which was seen at first was 
a string of white lights; nothing to indi- . 
cate the heading of a vessel of her char- 
acter.” 

Ile thereupon ordered “hard right” to 
the steersman, and “just after that a 
green light appeared close under the bow 
and the Conner struck a glancing blow 
against some large vessel 

Struck Glancing Blow 

It may be noticed that the Conner’s engines 
were ordered stopped and her helm put “hard 
right” before either of the Esperanza’s side 
lights came into view. The engines were not re- 
versed nor her headway checked, and she con- 
tinued on, striking the Esperanza on the star- 
board side, glancing off and passing under the 
Esperanza’s stern and disappearing in the fog. 

In determining the question of responsibility 
the conduct of each vessel will be considered 
separately. The international rules adopted for 
the purpose of preventing collisions provide that 
the regulations to that end ‘shall be followed by 
all public and private vessels of the United 
States upon the high seas,’ 

“Art. 16. Every vessel shall, in a fog, mist, 
falling snow or heavy rain storms, go at a 
moderate speed, having careful regard for the 
existing circumstances and conditions.” 

Phat these rules govern the navigation of a 
wat vessel in time of war has been distinctly 
held by this court. 
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The Conner was under a duty to observe the 
rule as to moderate speed in like manner as a 
privately operated ship in the admittedly dense 
log. 

Some evidence in the instant case is that the 
fog was so thick that the lookout on the Con- 
ner’s bow could not be seen from her bridge 50 
feet away. Commander Howe, a most excellent 
witness, described the, visibility as “between 50 
and 100 yards.” 

What is a moderate speed is of course a rela- 
tive term, but it has been the subject of fre- 
quent comment and determination (The Colo- 
rado, 91 U. S., 692, 702; The Nachoochee, 137 U. 
S., 330, 339). 

Mr. Justice Brown, in The Umbria (166 U. S., 
404), stated the rule as follows: ‘““The general 
consensus of opinion in this country is to the 
effect that a steamer ig bound to use only such 
precautions as will enable her to stop in time 
to avoid a collision after the approaching vessel 
comes in sight, provided such approaching ves- 
sel is herself going at the moderate speed re- 
quired by law.” 

Defends “Conner’s” Speed 

The Government contends, however, that the 
Conner was justified in proceeding at twelve 
knots because of her tremendous backing 
power, which would enable her to stop in a 
shorter distance than ordinary vessels. Her 
maximum speed was upwards of thirty knots. 
It is quite apparent that whatever the backing 
power of the Conner may have been it was of 
no avail here. That speed in this dense fog 
brought her into collision in a few seconds be- 
fore her engine power could even be brought 
into play. The distance that the ships were 
visible to each other in the fog and the speed 
at which they were Hang: and traversing 
the space between them are the real factors in 
the present problem. How futile is engine power 
in stopping or reversing if the colliding vessels 
are upon each other in a few seconds of time 
before the power can be brought into play. 

At the rate of twelve knots the Conner was 
making approximately 1,300 feet per minute, or 
300 feet in about fifteen seconds. According to 
the witnesses the boats when visible to each 
other were at most not over 150 to 300 feet 
apart. According to the commander’s  testi- 
mony it would have been impossible to stop the 
Conner’s speed of twelve knots at the point 
when they became visible. It may be specula- 
tion to endeavor to estimate what might have 
been done had the Conner been proceeding 
slower, but we are dealing with what actually 
happened at a speed which the court believes 

was highly excessive under the circumstances, 
with the known result. 

In view of the court’s conclusion I do not 
deem it necessary to consider the question as 
to whether the Conner was at fault for changing 
her course before the position and course of the 
Esperanza had been ascertained. The com- 
mander of the Conner hard-a ported his helm ag 
soon as the Esperanza’s “string of lights’ ’ broke 
into view, and he admitted that in so doing he 

“gambled” on the Esperanza’s course. How- 
ever, I think it is proper to conclude that the 
error, if it was error, was committed at the 
moment of collision, and may be regarded with 
less strictness than one committed when the 
vessels are more distant from each other. In 
like manner reference might be made to the 
illeged contention that the Conner was at fault 
for failing to reverse her engines. This conten- 
tion, however, is of interest more particularly 
because the Conner contends that she was justi- 
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fied in maintaining a speed of 12 knots because 
of her tremendous backing power. That tre- 
mendous backing power—which was not exer- 
cised at the moment of crisis—disposes of the 
argument that the speed was excusable. The 
potential power was neither brought into play, 
nor in all human probability could it have had 
any effect in avoiding the collision if used. In 
considering the responsibility of the Esperanza 
the court does not deem it necessary to con 
sider the charge that she was navigated by 
persons not wholly competent. The evidence i 
to the contrary, and this contention requires no 
consideration, but the question as to whether or 


not the Esperanza should have stopped her 
engines when she heard the fog signal of the 
Conner requires consideration. 


“Esperanza” Going Very Slowly 


For more than an hour prior to the collision 
the evidence satisfies the court that the Espe: 
anza had been making perhaps three knots, 
which was barely steerageway. Not only was 
that the testimony of the Esperanza’s witnesses, 
but it is also supported by the Esperanza’s 
engine-room slate. “The ship was turning over 
just as slow as the engine can be turned.’ 

Assuming that the burden also rests upon 
the Esperanza of showing not merely that her 
failure to stop her engines when she heard the 
signal of the Conner might not have been one 
of the causes, or, rather, that it could not have 
been one of the causes of the collision, the rec- 
ord convinces me that that burden has been 
sustained. Had she stopped her engines she 
would have lost steerageway entirely and “could 
not have been maneuvered.” ‘The failure of the 
esperanza to stop her engines, assuming that 
it was her duty so to do, could not have been 
one of the causes of the collision. It was the 
gross negligence on the part of the Conner 
which accounts for the collision. 

The Conner did not stop her 
the commander “thought” he heard a whistle 
when proceeding at twelve knots, nor yet did 
he reverse his engines at any time either before 
or after the Esperanza became visible. He did, 
however, change his course. It now appears 
that had the rudder been put over exactly the 
opposite way it would have “worked out bet- 
ter,” as the commander said. However, these 
acts were done in extremis and ought to be 
considered faults of navigation. 

The excessive speed of the Conner, particular- 
ly in its relation to the bare steerageway of the 
Esperanza, leads me to the conclusion that the 
total stoppage of the Esperanza’s engines would 
not have prevented the collision, nor yet did tliat 
failure on her part in any way contribute to it. 
The Esperanza at her speed would have moved 
a negligible distance in the time that the Con- 
ner would have traversed a very considerable 
distance. The relation between two moving ob- 
jects with difference of speed such as these 
two vessels is similar to the relation of an al- 
most stationary object and a moving object. 

The negligence of the Conner continued to 
operate as an efficient cause until the moment 
of the collision. 

The, libel of the United States against the 
ste: amship Esperanza should be dismissed, with 
costs, and a decree will be entered in javer of 
libelant. 


engines when 


W. H. McGEE & CO. TO MOVE 
Prominent Marine Agency Buys Prop- 
erty for Own Home at 11 South 
William Street 
William H. McGee & Co., Inc., one of 
the largest marine insurance agencies 
in this city, which has been located at 
15 William Street for many years, has 
bought the property located at 11 South 
William Street, where it will build its 
own home office building. This new 
structure will be seven stories in height 
and ready for occupancy May 1, 1925. 
It will run through from South William 
to Stone Street and will be built along 
English Gothic lines. This forward step 
will more solidly than ever entrench 


Mr. McGee’s agency among the leaders 
In marine insurance, and Mr. McGee is 
being congratulated upon the acquisi- 


tion of this 
agency. 


permanent home fér the 





Additional Marine News 
Appears on Page 27 
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Lott Shows Fallacies 
of Compulsory Risk 


WOULDN’T STOP ACCIDENTS 
Auto Fatalities Must Be Stopped 
Through Some Other Channel Than 


Insurance Route 


Compulsory automobile insurance was 
discussed from numerous angles by Presi- 
dent Edson S. Lott of the United States 
Casualty before the Casualty Insurance 
Club of Rochester, N. Y., on November 7. 
fic took the position that the best way 
to cut down the number of automobile 
fatalities is by prevention. 

Mr. Lott regards compulsory insurance 
as a half-baked and ill-digested panacea. 
He thought that compulsory auto insur- 
ance will increase rather than decrease 
the dangers of the road. Barring effec- 
tively from the roads unfit motor car 
drivers is an ideal regime that would be 
practically impossible with the popular 
temper that would follow an impassioned 
resort to compulsory insurance. He said 
that the investigation of the National 
Safety Council, with the cooperation of a 
committee of the National Bureau of 
Casualty & Surety Underwriters, into the 
causes of auto accidents and their pre- 
vention merits the active cooperation of the 
public as well. 


The Irresponsible 


In the field of workmen’s compensation 
about one-third of the hazards are unin- 
sured, that is, the employers are “self- 
insurers.” But it would be an egregious 
error to deduce therefrom that the employ- 
ers of one-third of the compensation 
hazards are irresponsible. Before we can 
select an appropriate remedy for the evils 
that result from the fact that the owners 
and operators of many motor cars are 
financially irresponsible, we should first 
give some study to ascertaining who they 
are, instead of precipitately imposing a 
burdensome and annoying requirement 
upon all classes of motorists alike, upon 
an assumption of fact that is almost self- 
evidently false. 

Of course the financially irresponsible 
driver presents a problem. But the solu- 
tion of that particular problem does not 
call for compulsory insurance. It would 
be sufficient that, as a qualification for 
license, the owner of every car should be 
required to prove that he can respond to 
a judgment within reasonable limits or 
to make a deposit, or to give a bond, or 
to secure an endorser, or (as one only of 
many alternatives) to take out insurance. 
No doubt such a law would be difficult to 
enforce universally and impartially. But 
no more so than compulsory insurance. 

In final analysis, however, judgment on 
the merits of compulsory automobile in- 
surance should turn on the question of 
whether it would tend to decrease the 
dangers of the road or to increase them. 
[ believe that it would increase them 
largely. Perhaps not, if private insurance 
should prevail, wild-cat casualty insurance 
carriers should be eliminated and _ the 
standard companies should be permitted to 
observe. The multitude of the rejected 
would demand coverage, which would 
mean a state-fund—perhaps only competi- 
tive at first. But a competitive state-fund, 
loaded down with the rejected risks of 
the private companies, would be so unsatis- 
factory as to arouse a demand for a mono- 
polistic state fund. And not only would 
natural forces tend in that direction, but 
also spoilsmen and socialists would accel- 
erate the movement, since what they seek 
is not a condition of general insurance 
but rather the political results of state 
management of the insurance. 


State Insurance 


_.That compulsory automobile insurance, 
if adopted now, would involve prompt re- 
sort to a state insurance monopoly, is quite 
generally agreed. And beyond state insur- 


ance, because insurance by the States in- 
dividually would be grossly defective since 
motor cars are movable hazards and travel 
from State to State, there lies the prospect 
of monopolistic national automobile in- 
surance. 

Kor purposes of discussion, however, let 
us stop with monopolistic State insur- 
ance, and study its probable results. As 
a preliminary matter, note that, without 
collective liability, even this plan of insur- 
ance would not completely secure innocent 
third parties. There would still be pedes- 
trians run down by unknown motor cars ; 
operators of stolen cars, bootleggers, etc. 
—the very worst offenders—would be 
largely uninsured; and at least some unin- 
sured automobiles would slip in from other 
States. Consequently, to accomplish what 
is expected, there would have to be 
lective liability,’ which means that every 
person injured by a motor car (not his 
own or of his own operation) would be 
entitled to damages from the State lund, 
whether or not an insurance premium had 
been paid for account of such car. 

“Can any scheme be imagined better 
calculated to remove all sense of personal 
responsibility and to induce carelessness 
and recklessness? I doubt it. The deserv- 
ing victims would all get a little relief; 
but there would be many more of them. 
And the money would come, not to any 
great extent from the reckless, unfit and 
irresponsible, who do the damage, but 
from the pockets of the better classes— 
thereby in effect subsidizing and promot- 
ing recklessness, unfitness and irrespon- 
sibility,” said Mr. Lott. 


Leaning on a Broken Reed 


“And what of the administration of the 
insurance? Picture the situation to your- 
selves. Because of the very reason of the 
State Ifund’s being, there would be no 
adequate selection and rejection of risks. 
The State would then represent the de- 
fendants in all automobile accident cases 
and thereby become involved in an immense 
volume of private litigation. All claims 
would be adjusted and suits defended or 
compromised, in discretion, by public job- 
holders, all without personal responsibility 
and largely without adequate experience or 
technical ability, subject to all sorts of 
political influences. The opportunities for 
impositions upon the funds, through favor- 
itism and indifference in adjusting losses 
and defending suits would be enormous; 
and righteous claimants would be sub- 
jected to the burdensome red-tape and 
delays common to dealing with a bureau- 
cracy. The cost would be enormous, and 
would be assessed roughly, as are taxes, 
largely in proportion to ability to pay and 
more or less regardless of responsibility 
for losses and there would be no efficient 
and complete collection of premiums, so 
that the careful and responsible automobile 
owners in the State would be made to pay 
largely for the cost of indemnifying the 
losses caused by the reckless and uninsured. 
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United States F. & G. 
Issues New Policy 


AIMS AT BROAD COVERAGE 
Savings of One-Third in Cost effected 
By Elimination of Fourteen Day 
Waiting Period 
The United States Fidelity & Guaranty 
has brought out a new accident and 
health policy, known as the “Ideal Dis 
ability Policy.” The features of the 
policy may be summarized as follows: 
Accidental bodily injuries, not acci 
dental means, in other words, full cov- 

crage, not part coverage. 

for death, loss of limbs, limb, sight, 
speech, hearing. 

Total, payable for duration of total 
disability, partial, payable for fiity-two 
consecutive weeks. 

Blood poisoning, sun stroke, freezing, 


And with all that, the financially respon- 
sible among the insured would receive no 
protection against liability for verdicts 
beyond the common limits of coverage in 
the policy provided by law. 

Job Hunters 

“The situation thus created would be 
rich for the spoilsmen, job-hunters, strike- 
claimants and ambulance chasing lawyers. 
It might penalize automobiling in general 
so greatly as to reduce the number of cars 
on the roads; but it certainly would not 
encourage carefulness, fitness and respon- 
sibility, or single out the reckless, unfit 
or lawbreakers for repression. 

“The insurance men who are opposing 
the dangerous program of compulsory in- 
surance are being reproached with a selfish 
motive—the motive of protecting our own 
businesses. But why not—if we are right? 
Insurance is a profession. Have not the 
medical men, for example, defended their 
profession against grandiose and_half- 
baked schemes for politically organized and 
controlled medical service under the guise 
of so-called “health insurance?” If all 
those who are expert in insurance 
are to be barred from defending insur- 
ance against ruin by ill-considered political 
experiments, then the same rule should 
apply to all other arts and professions, 
which would mean a reign of ignorance in 
the realm of legislation.” 
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asphyxiation and hydrophobia covered. 

Provided for specified fractures and 
dislocations. 

Paid for common carrier, burning 
building, elevator, steam boiler, light- 
ning, cyclone, tornado and falling walls 
accidents 

Equal to weekly indemnity payable 
for filteen weeks for hospital confine- 
ment. 

Payable for non-disabling injuries. 

Indemnity up to $100. 

Payable for fifty-two consecutive 
weeks of total disability, irrespective of 
house confinement. Indemnity for the 
first fourteen days of disability elim- 
inated. 

Payable whether operation is per- 
formed within fourteen day waiting pe- 
riod or subsequent thereto. 

Payable in addition to surgical opera 
tion fees, but no payment made for the 
first fourteen days of disability. 

In addition to weekly indemnity paid 
for blindness or paralysis. 

Specimen copies of this policy may be 
obtained from your branch office or the 
home office. 

It is not permissible to attach any en- 
dorsements to the ideal disability policy 
extending policy coverage or providing 
additional benefits without obtaining 
written approval from the home office 
in advance. Strict adherence to this rule 
will obviate requests for cancellation 
on the part of the home office. 

The premium for this policy is low, 
owing to the fourteen day waiting period 
for sickness, as indicated by the _pre- 
mium rate tables following. 

The average insured does not require 
financial reimbursebent for the first two 
weeks of illness, but does need protec- 
tion against prolonged disability. If, 
however, surgical relief is necessary 
within the first fourteen days, the policy 
provides for this expense. By the elim- 
ination of the first fourteen days of 
weekly indemnity, the insured is able to 
effect a saving of 33 1-3 per cent. in the 
premium for the health portion of the 
policy. By means of this saving he is 
enabled to carry a larger amount of in 
surance somewhat commensurate to his 
carning power, thus providing himself 
with the means for meeting the heavy 
expenses incident to sickness of long 
duration. 


Jase rates for computing premium on 
any desired combination of principal 
sum and weekly indemnity. In no event 
will weekiy sickness indemnity be 
granted in excess of weekly accident in- 
demnity 

Select and Extra Ordi- 
preferred preferred nary 
For each $1,000 princi- 


Se a $1.50 $1.80 $2.70 
For each $5 weekly 
accident indemnity .. 3.00 3.60 5.40 
For each $5 weekly 
sickness indemnity .. 18 to 30 51 to 55 
$6.00 $9.00 


for above classifications 


TO INTRODUCE NEW BILL 

Despite the fact that the workmen’s 
compensation act that was backed up by 
organized labor in Misssouri was de- 
ieated in that state at the recent elec- 
tion, it is expected that when the State 
Legislature convenes an effort will be 
made to obtain the passage of a conser- 
vative compensation measure. Henry 
Chouteau, who was elected to the House 
of Representatives, has announced his 
intention to introduce the bill when the 
legislature meets in January. 
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Credit Insurance 
As Business Need 


HOW IT FITS INTO SITUATION 


Purpose Either to Prevent Losses or to 
Pay Them in Excess of Normal 
for Each Business 


A comparison is frequently made be- 
tween fire insurance and credit insur- 
ance—that in the event of fire any loss 
is paid, whereas, in credit insurance, the 
first loss must be borne by the insured, 
says Austin W. Hyde, general agent of 
the credit insurance department of the 
National Surety, in a_ discussion of 
credit insurance. This is true, but in fire 
insurance, the normal expectancy of fire 
in every risk is included in the premium, 
therefore the insured must lose his nor- 
mal loss as it is paid in cash to the com- 
pany. In credit insurance the normal 
loss is not included in the premium, but 
is carried as a reserve by the policy- 
holder and a portion or all may be saved 
by carefulness and conservatism, which 
is encouraged by the policy. 

The purpose of credit insurance 1s 
either to prevent or else pay losses 
which are in excess of the normal ex- 
pectancy inherent in each line of busi- 
ness, and which are the result of insol- 
vencies of the covered debtors. 

The term of every policy is for one 
year and is not subject to cancellation. 

The protection on each account is 
based on the rating that the customer 
had in one of the established mercantile 
agencies at the date of shipment, the 
choice of agencies being made by the 
insured at the time of application. In 
the policy is printed a table of the 
selected mercantile agency ratings and 
opposite each rating is the amount of 
protection to be given. These amounts 
so placed are for the insured to specify 
at the time of application, according to 
the requirements of his business. 

The amounts placed opposite the 
various ratings are the basis of premium 
charge. The regular policy provides for 
protection on customers having a capital 
rating followed by first or second grades 
of credit) but tor an additional charge 
the poor or mieiior ratings may be cov- 
ered. 

Conditions of Policy 


The policy covers losses occurring 
from any form of insolvency and fur- 
‘her provides that if the insured elects 
to file with the company for collection 
an account, which, under original terms 
of sale, is due and payable at the time 
of filing, but not over seventy days past 
due under crigimal terms of sale—such 
an account suall be admitted insolveat. 
Vhis provision is not compulsory, but 1s 
eptional with the policyholder, and 
should he desire to extend further tine 
to the custcmer or accept notes, he 1s 
at perfect liberty to do so, his insurance 
remaining in effect. In the event of a 
customer taking any form of insolvency 
defined in the policy, it then becomes 
necessary to notify the company of such 
insolvency within fifteen days after ac- 
quiring knowledge of a debtor’s insol- 
vency, and place the account against 
such debtor with the company for col- 
lection, the company supplying blank 
forms for the filing of claims. On 
amounts collected, the company charges 
the usual fee when the aid of an at- 
torney is employed, but if the company 
collects without the aid of an attorney, 
the fee is reduced 50 per cent. This col- 
lection service rendered by the company 
is very valuable to the policy holder, as 
it can readily be seen that the insuring 
company has a more vital interest in 
effecting collection than an ordinary col- 
lection agency or an attorney, as the in- 
suring company must either collect or 
pay. There are numerous aids to col- 
lection provided by the company free 
of charge. 

The purpose of credit insurance is to 
protect against the unexpected happen- 


ing—and the losses over which the 
credit man has no control. Credit in- 
surance is the best friend a credit man 
can have. It endorses his judgment, 
which is a high compliment to his ability. 
It replaces uncertainty with certainty. 
It assures him that regardless of con- 
ditions, local or general, with other de- 
partments of his company functioning 
properly, the profits earned on the busi- 
ness will not be depleted by the hap- 
penings in his department. The aim of 
every credit man is to keep his losses 
at the lowest possible point without cur- 
tailing the business. If he is successful 
in this he receives no special commenda- 
tion, as this is what is expected of him. 
If, however, some unforseen conditions 
arise or some unexpected failures occur 
among customers, whom he had every 
reason to believe perfectly good, and his 
losses are heavy—he has not done what 
he was expected to do and he has sub- 
jected himself to more or less censure, 
either expressed or unexpressed. If, 
however, he has had the good judgment 
to insure the interests of those who have 
invested in the business, and abnormal 
losses are reimbursed—he has exercised 
good judgment for which he is to be 
complimented. 

In every credit business there is a 
certain percentage of loss from bad 
debts to be expected. This is called the 
normal loss—and is not insurable. The 
policy, therefore, provides for the pay- 
ment of covered losses in excess of this 
normal loss, less a co-insurance of 10 
per cent. In every well conducted busi- 
ness this anticipated or normal loss is 
provided for in the overhead expense, 
and in this way is charged into the cost 
of the merchandise, the result being 
that if the loss during the year exceeds 
the amount provided for, the company 
pays the excess. If the losses sustained 
are less or equal to the anticipated 
amount, there has been no loss, as this 
amount was provided for in the selling 
price of the goods; therefore, with credit 
insurance, actual loss is eliminated and 
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the policyholder is assured twelve 
months in advance that his profits can- 
not be depleted by bad debts, as he has 
this expense absolutely under control. 

There is frequently an objection made 
to the normal loss in credit insurance, 
but the word “insurance” presupposes a 
risk, and in every credit business, as ex- 
plained above, there is a certain per- 
centage of loss to be expected. 

Why the Normal Loss Exemption 


The normal loss in credit insurance 
puts a moral into the risk and assures 
the company that the policyholder will 
be just as careful with credit insurance 
as he would be without it, as it is to 
his advantage at all times to keep his 
losses below the amount he has agreed 
to bear. There is a moral or normal 
loss in every line of insurance. In acci- 
dent insurance the companies pay for 
loss of time; the insured suffers the 
mental and physical pain from an acci- 
dent—therefore, he is just as careful 
with accident insurance as he would 
be without it. In fire insurance the 
policy covers the actual damage done 
by fire and water, but the insured suffers 
loss of production, loss of profit, expense 
of help, until business is resumed, ete. 
This puts a moral into the risk and pro- 
tects the insuring company. In life in- 
surance the moral or normal loss is 
death—so it can readily be seen that 
there must be a moral or normal loss 
in credit insurance, for there are, we 
night say, broken legs, fires and deaths 
every year in the book accounts. 





REELECT OFFICERS 


At the annual meeting of the Surety 
Underwriters Association of New York 
last week, held at the Railroad Club, all 
of the officers were re-elected. Resolutions 
touching on the death of Jarvis W. Mason, 
vice-president of the American Surety, 
William J. Griffin and William H. Drapier, 
Jr., vice-presidents of the National Surety, 
were passed. 
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Anniversary Celebrated By Stag Dinner 
To President At Knickerbocker 
Grill On Wednesday 


The commemoration of the fifth anni- 
versary of the Norwich Union Indem- 
nity was celebrated by the presentation 
of flowers by the girls of the office to 
W. G. Falconer, president of the com- 
pany and a stag dinner tendered to him 
by the officers and men of the staff on 
Wednesday. The dinner in honor of Mr. 
Falconer, was given in the private grill 
room of the Knickerbocker Grill on 12nd 
Street. Music was rendered by a six 
piece orchestra. About thirty-five guests 
attended. 

Some of the originality of the occa- 
sion was that of a regular policy 10rm 
in Lurlesque which served as a *oimbin- 
ation place card and menu, the iatter 
porticn of which was printed in French. 
These were distributed in aiternate col- 
ors, each containing the name of the 
recipient. President Falconer’s place at 
the tabie was flooded with telegrams and 
messages of congratulation from agents 
all over the country. 

A rare leather, lightweight golf bag 
upon which were engraved his initials 
and which contained the latest patented 
attachments, was presented to him as a 
gift from all his co-workeis. He was 
aiso tendered a testimonial plaque in- 
sersbed with the sentiment of the entire 
staff and containing the siznature of 
each o1 its participants. Special gold 
lipped cigarettes had been prepared with 
gilt inscription of the Norwich Union 
ludemnity. 

i. P. Stanley of the company’s agency 
department was the toastmaster. 
There were numerous toasts offered, {ol- 
lowing which each depaitment head 
spoke on some interesting nuobby which 
tie rest of the staff jokingly roasted 
when a climax was about io be reached. 
Special speakers entertained, fellowship 
songs were sung. 





QUARRY ACCIDENTS DECREASE 


Statistics Show Fewer Fatalities in Spite 
of Increase in Number of Employes 


Operation of the stone quarries of the 
nation required the services of 92,455 men 
in 1923, a larger number than has been 
employed in this industry since 1915, 
states the Department of the Interior in a 
review of statistics compiled by the Bureau 
of Mines. Accidents during the year 
killed 143 men and injured 14,990, indi- 
cating a fatality rate of 1.68 and an in- 
jury rate of 176 per thousand full-time, 
three-hundred-day workers. The corre- 
sponding rates for 1922 were 1.92 killed 
and 172 injured; for the five-year period, 
1916-1920, similar rates were 2.10 killed 
and 160 injured. 

The volume of work performed, or the 
aggregate number of man-shifts worked 
by all employes in 1923 has not been 
equaled in the stone quarrying industry 
since 1913. The average number of work 
days per man was the highest ever re- 
ported. The fatality rate from accidents 
at the quarries was the lowest on record. 
The non-fatal-injury rate was slightly 
higher than that for recent years. 

Of the 15,133 accidents reported by the 
entire quarry industry during the past 
year, 143 caused death, 12 caused perma- 
nent total disability, 431 caused permanent 
total disability, 2,567 resulted in temporary 
disability lasting more than fourteen days, 
and 11,980 resulted in temporary dis- 
ability exceeding the remainder of the day 
er shift but not exceeding fourteen days. 

The main causes of accidents inside the 
quarries were handling rock at the face, 
flying objects, haulage, falls or slides of 
rock or over-burden, machinery, falling 
objects, falls of persons, and drilling and 
channeling, in the order stated. Acci- 
dents outside the quarries were due 
mainly to flying objects, machinery, fall- 
ing objects, haulage, falls oi persons, am 
hand tools. 
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Homer J. Buckley’s Insurance Advice 
Homer J. Buckley, the Chicago sales 
campaign man who ruffled the Insur- 
ance Advertising Conference by criti- 
cising the manner in which insurance 
companies follow through with their 
sales literature and novelties, is not a 
new critic of insurance sales methods, as 
that is one of his favorite hobbies. He 
doesn’t think much of insurance sales- 
men and has said so upon several occa- 
sions, but in the opinion of The East- 
ern Underwriter he pays entirely too 
much attention to “approach,” being 
rather hipped on that subject. He was 
telling a crowd of insurance men _ in 
Chicago how certain people couldn’t get 
into his office when the president of an 
insurance company who was present put 
the following thought before Buckley 
and asked that it be considered: 

“Mr. Buckley, you have just said that 
most insurance salesmen have such a 
poor approach that you meet them at 
your door and get rid of them before 
they tell you what they have in their 
mind to offer. Do you think you are 
doing your duty to your own concern 
in dismissing them that way? What if 
they had something to sell which would 
be to the interest of your concern to 
buy and you will not even listen be- 
cause you don’t like the color of his 
necktie or something else about him? 
Would you refuse to permit a man to 
tell you that he wants to sell you a 
safety razor for ten cents or a $10 walk- 
ing stick for fifty cents merely because 
your secretary was not impressed by 
him; or, you took a prejudice against 
him even before he started to talk?” 

Buckley backed water a little bit, but 
maintained that the salesman who had 
something he wanted should be able to 
make a good approach impression. 

* ok ok 


Succeeds Charlotte Farrar 

Charlotte Farrar, who was secretary 
to Colonel F. R. Stoddard, Jr., and also 
is an associate Republican leader in this 
city, is succeeded in the New York In- 
surance Department by Miss Anna Mc- 
Carthy. The new secretary of the super- 
intendent was formerly a secretary in 
commercial institutions and is a mem- 
ber of the Jackson Democratic Club. 
Miss McCarthy has already turned sev- 
eral reportorial heads without being 
conscious of it, none of the reporters 
complaining when they have to wait 
outside in the superintendent’s ante- 
room until he is: at leisure. 


* * * 


An Interesting Comparison 


As to how fire, casualty and life com- 
panies compare as to income, some sta- 
tistician has figured that the gross in- 
come of the Travelers and the Hart- 
ford Fire, Hartford A. & H. and Hart- 
ford Livestock are not many millions 
apart—the Travelers for 1923 having 
been a little in excess of $100,000,000; 
the Hartford group a few just under. 

* ok 


Nation-Wide Expense Items 


The casualty companies exhibits on 
nation-wide business filed some months 
ago with the New York Insurance De- 
partment are now in the hands of the 
Insurance Department’s auditors and 
will furnish interesting data for Part 
III of the Green Book, published by the 
Department. This is the famous docu- 
ment which will show what the expenses 
of doing business are under consider- 
able refinement and intensified alloca- 
tion. It will show which way the differ- 
ent divisions of the casualty business 
are drifting, and will tell the Depart- 
ment important information which it 
wants to know in checking up on acqui- 
sition cost agreement. The number of 
companies which filed the exhibit are 

; and next year there will be a similar 
blank, but somewhat revised. 


E. A. St. John on Conferences 


In the October issue of “System,” maga- 
zine, is a symposium by officials of leading 
companies on the evils of the conference 
system. President E. A. St. John of the 
National Surety Company is given a prom- 
inent place and is quoted as follows: 


“The elderly president of a large cor- 
poration told me—probably with exaggera- 
tion—that only once had he ever completely 
lost his self-control during business hours. 
It seems that he was trying simultaneously 
to market a slow-moving block of invest- 
ment securities and to break in a new sec- 
retary. In a particularly perplexed and 
discouraged moment he told the new secre- 
tary to summon a well-known sales author- 
itv by telephone. 


“Where is the telephone book?’ the new 
secretary lisped. The irate executive gave 
up for the day—and engaged another sec- 
retary the next morning. 


‘Business interruptions, serious or 
trifling, all have one feature in common. 
No matter how small or great they may 
be, an executive must always react on 
them with equal good nature. Interrup- 
tions are inevitable to an executive’s job. 
They are his job. Handling them is what 
he is paid for and what he has been 
promoted for. An executive who allows 
himself to be fretted and upset by them is 
like an army general who allows himself 
to be fretted and upset by rifle-fire. I 
judge my subordinates very largely by 
the calm and good nature with which they 
meet the inevitable interruptions of their 
daily work. The man who becomes irrit- 
able over interruptions may have a 
valuable technical knowledge, but he lacks, 
in my judgment, certain psychological 
qualities which make him fitted for all- 
round executive work.” 


W. E. Small, President 
Georgia 


Macon, Ga. 
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A Current Inquiry Among Casualty 
Executives 

Good morning; have you been to see 

the insurance superintendent yet? 
* ok * 
Wanted Education in a Hurry 

Talking about the speedy spirit in 
this country, Manager Hartmann of the 
New England Mutual Life in Newark, 
tells about a woman who wanted an ap- 
pointment with him to discuss becom- 
ing a member of the sales force of his 
agency. He fixed an hour for an inter- 
view in his office. Instead of coming 
to keep the appointment she wrote a 
letter reading thus: 

“T am sorry I was not able to come 
to your office, and [I would appreciate 
it if you will write me a letter and in 
it give me instructions upon how to be- 
come a successful insurance agent.” 


The Insurance Society’s Lectures 


And, talking about instruction and 
education, that is a mighty fine job that 
Rexford Crewe of the Maryland and his 
committee did in inducing so many ex- 
perts to agree to act as lecturers for 
the Insurance Society of New York. 
Now it is up to the young men in the 
casualty offices to show their apprecia- 
tion by attending the lectures. 
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BURGLARY INSURANCE 


is a good clean line to handle. 


It presents the minimum of grief, as com- 
pared to certain other lines. 


It has an inexhaustible field of prospects. 


[t will pay you well to devote a few months 
to the active development of this line. 


The Continental writes practically all 
lines of Burglary Insurance, and is ready 
to fully equip agents for soliciting 
Burglary business. 


CONTINENTAL CASUALTY COMPANY 


910 S. Michigan Avenue 
CHICAGO 
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Frank J. Woodbury Sees Friends Here 

Frank J. Woodbury, vice-president of 
the Pacific Mutual Life, has returned 
West after spending several days here 
seeing old friends. He stopped in New 
York after a trip through the South, 
where he had attended twenty Pacific 
Mutual Life meetings, speaking before 
fifteen of them. He talked on non-can- 
cellable accident insurance principally. 
Mr. Woodbury was formerly manager 
of the company here, and has many 
friends in this part of the country. 
While here Mr. Woodbury saw that the 
success of the non-cancellable insur- 
ance contract was little short of amaz- 
ing. 

*k + * 


Less Chance of Monopolistic Compensa- 
tion in This State 


Compensation underwriters awaited with 
interest election returns on the New York 
Senatorial Contest last week as there were 
seventeen senators up for re-election who 
in the last legislature voted in favor of a 
monopolistic workmen’s compensation biil 
Out of the seventeen who voted in favor 
of the bill two were defeated by Repub- 
licans. This fact, coupled with the balance 
of the Republican sweep of the state, is 
expected to far offset any possibility of a 
monopolistic bill being passed. 

* *k * 


Goes to Youngstown 

The Massachusetts Bonding has ap- 
pointed as district manager at Youngs- 
town, Ohio, Archie D. Baker. Mr. 
Baker first went into the business after 
having a small claim for accident and 
sickness insurance while working at his 
trade as a barber. He then became a 
part-time agent and after hitting his 
stride became a large producer. 


COMPENSATION RULING 

The Compensation Inspection Rating 
Board of New York has ruled that ef- 
fective November 15, policies may be 
written for a term of not more than 
one year and sixteen days. This action 
was taken for the purpose of making 
expirations fall on the first of the month. 
The board has also added to the hospital 
rules the following sentence: “No 
authority under this rule shall be grant- 
ed with respect to policies that exclude 
the medical obligation.” 


TO HONOR WILLIAM B. JOYCE 

The Executives Club of the National 
Surety will hold a banquet in honor of 
Chairman William B. Joyce at the Plaza 
Hotel Monday night. 





INSURANCE STOCK PRICES 
Furnished by J. K. Rice, Jr, & Co, 
New York City. 


American Alliance..........$100 20% 380 390 
American Surety..........-- 50 12% 108 15 
Bond & Mortgage Guar..... 100 18% 340 ac 
Carolina Insurance........... 10 *30c 30 34 
City of New York........... 100 «12% 240 a 
COROREIIAE aincccssscdcccécess ee. em 93 96 
Fidelity Phenix............-. 25 24% 135 139 
DVR codenecsiccacanaesss 25 2% 13% 142 
GE Wi ince ss ecanccunede fee 34 39 
Globe & Rutgers............ 100 20% 1050. 
Great American.........-+++ 100 16% 253 258 
WORAWED annacencececacecanses 50 10% 137 150 
WHE xcnccncednccsscoscisuce 100 §= 18% 343-349 
National Liberty............- 50 2% WS ha 
National Surety............. 100 9% 180 18 
New Jersey Insurance...... = Fone - . 
OIRBOE cc coecccvccccsdcerces : 6% 0 
WIG NOE bic oct sczcacecese 2 12% 7% 
United States: ....-ccccccccee 20 20% WM 10 


Westchester ...sccccscccccces 10 32% 0 4% 
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“Crime Waves” Laid 
To Daily Newspapers 
BERNARD a. 


McGINN’S VIEW 


Manager of Claim Department of Ameri- 
can Surety Discusses Burglary and 
Embezzlement Losses 


rite waves” are new 
licity according to B. Le 
claim 


\merican Surety, 


pub- 
McGinn, man- 
department of the 
who discussed recently 


spaper 


iger of the 


over the radio burglary, robbery, theft 
and embezzlement losses. 
He stated in part: 


“At intervals one hears that a crime 


wave is prevalent. That is very in 
definite and general. What happens is 
that a particularly daring holdup is per 


bandits 
accomplish 
ends; or perhaps it is a 


petrate d, the 
murder to 


even resorting to 
their nefarious 
large defalca- 


tion of a trusted employe in high of 
fice that reported, They prove to be 
good news for the daily press and much 
publicity is given them That, I be 
heve, is the extent of the so-called “crime 
vave ” 

“It is true, however, that losses due 
to burglary, robbery, theft and em 
Lezzlement, large and small in amount, 
ire reported to surety companies con 


tinuously and in 
} 


evel num 
little or no at 
tention to this fact because it is only 
or the sensational losses 
attention and the vast num 


increasing 
ver, but the public pays 
the very large 
hat arrest 


ber of ordinary cases go unnoticed. 
Hence these losses have no bearing on 
“crime wave The records of the 
\merican Surety Company in this re 


pect show that fraud and dishonesty are 
not confined to any particular locality 
and that there are at the present 
defaleations than at any 
history of the 


more 
tinse in the 
dating back 
ver a period of forty years. During the 
vear 1922, we dealt with an average of 
thirteen claims a day and during the 
ear 1923 over my 
an average of twenty-five claims per 


Company, 


there pa sed desk 


“One ot the 


4 claim 


reasons for the increase 
reported to surety companies 
is the fact that the public is being better 
educated to the benefit of, and the ne- 
necessity for, corporate suretyship, the 
result being that more than ever before 
employers are bonding their employes 
and surety companies are now paying 


losses that employers charged off to 
profit and loss or that personal sureties 
used to pay when they had the money 
ind then frequently only after a law 
suit. 
Accounting Safeguards 
“Much has been said and written re- 


garding the deterring effect that proper 
ccounting safeguards have on decreas 
ing the number and amount of defalca- 
tions. The average honesty of men is 
very high, but unfortunately there are 
ome who are weak and need to be 
watched and a large number of de- 
falcations would never occur if proper 
iccounting systems adopted and 
regular audits maintained. However, to 
put up such safeguards is no easy task, 
for no matter how complete or compre 
hensive may be a particular account 
ing system, it may well be said that 
the dishonest employe who sets out to 
steal his employer’s money will invari- 
ably find the weakness of the system. 
“Right here I might say that the po 
lice alone cannot prevent crime. The 
employer of men who handle money and 
securities has an obligation to society 
as well as to himself. There is no sys- 
tem to detect thievery nor to stop crime 


were 


that will work automatically A very 
essential requirement for the detection 
and prevention of crime is the con- 


stant alertness and diligence on the part 
of the employer. Years ago, before 
business houses, as we understand them, 
became as large as they are today, the 
employe and the employer were in close 
intimate touch with each other. Each 
was mov or less interested in the other, 
but with the development of modern 
business this has changed. I do not 
mean to infer that the employe today 
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is not interested in his work, but I do 
think that the close personal contact is 
mussing. 

Kmployers and executives should do 
everything in their power to create con- 


ditions which bring them in more inti 
mate relationship with their employes. 
The effect will be monifold. A better 


fecling is created; loyalty is fostered; 
efficiency is promoted and dishonesty 
will be discouraged. This “close up” be- 
tween employe and employer, which I 
think should exist will more than any- 
thing else develop alertness and diligence 
on the part of the employer and_ will 
be a great factor in bringing about a 
condition that is bound to reflect in a 
lesser number of defalcations. Of course, 
there always will be defalcations, but 
wise) employers will always provide 
against and sometimes financial 
ruin, by having adequate protection in 
the way of a corporate surity bond. 
Phere have come to our attention many 
instances where indifference, or perhaps 
it might be called negligence, on the 
part of the employer, has been very ex 
pensive both to the employer and the 
surety, 


loss, 


STARTS A. & H. CAMPAIGN 
The Globe Indemnity is conducting a 
campaign for accident and health in- 
urance during November and Decem- 
ber and offering its direct reporting 
agents a bonus of 5 per cent. for aH 
business over a stipulated amount. 


S. R. BENJAMIN ELECTED 
Scott RK. Benjamin has joined the 
hoards of directors of the Sun Indem- 
nity and the Patriotic Insurance Com- 
pany, having been appointed by these 
companies to fill the vacancy caused by 
death of Alfred M. Thorburn. 


Emmet Myers, of the Myers & Wend- 
ling Agency of St. Louis, Mo., general 
agents for the Fidelity & Deposit and the 
London Guarantee & Accident, was a 
visitor in town this week. 


PURCHASES FIRE COMPANY 


Independence Indemnity Buys Philadel- 
phia Organization; Will Be Its 
Running Mate 
Interests identified with the Inde- 
pendence Indemnity have purchased 
practically the whole of the outstanding 
capital stock of the Independence In- 
surance Company of Philadelphia, which 
company is expected to occupy the po- 
sition of the fire insurance running mate 

of the Independence Indemnity. 

The Independence Insurance Company 
was organized in 1910 with a capital 
of $200,000 and a commencing surplus 
of $50,000. The operations of this com- 
pany have been restricted by Henry W. 
Brown & Co., its organizers, to the re- 
quirements of their own office. The 
company has conducted a small but 
profitable business. 


Security Mutual Sells Part 
of Interest to Utica Mutual 


The Security Mutual Casualty Co., of 
Chicago, Ill, effective January 1, will 
give up its general insurance business 
and confine its operations among the 
meat packing firms which it had origi- 
nally intended when it was organized. 
Its general insurance business will be 
taken over by the Utica Mutual to which 
it has been sold. Among the meat pack- 
ers the Security Mutual has Swift & 
Co., and the United Dressed Beef Co. 

The Security Mutual was organized by 
Swift & Co., of Chicago, in order to 
write liability insurance for meat pack- 
ing firms. Since it commenced writing 
business in 1913 it has branched out into 
other interests. It writes workmen’s 
compensation, liability and automobile 
property damage insurance lines. 





The new chemical and dyestuff rating 
plan of the New York Compensation 
Rating Board will be put into effect 
January 1, 1925. 





private motor cars. 


| Conditions Change 


with Preferred risks and to keep our policy the leader and the 
| best for such risks we must change with them. 
No class of risk spends more time in automobiles than the 
Preferred risk. ‘This is, comparatively, a new condition. 
Tike Preferred, as usual, leads in giving value. Our 
40th Anniversary Accident Policy pays double prin- 


cipal and double weekly benefits for automobile 
accidents, both public and private. 


More than 48% of the Preferred’s death losses, 1920 to 1924, 
paid for fatal injuries received while driving or riding in 


To quote an authority, “This form of accident is now one 
of the major causes in American mortality.” 





80 Maiden Lane, N. Y. 








THE PREFERRED ACCIDENT 
INSURANCE COMPANY OF NEW YORK 


Kimball C. Atwood, President 











’ 


Dangerous Surety 
Lines Pointed Out 


COMPARISON OF LOSS RATIOS 


National Surety Prepares Data Disclos- 
ing Unprofitable Character of 
Various Covers 


An interesting compilation of loss ra- 
tios has been made by the National 
Surety showing dangerous surety lines 
as indicated by high loss ratio which 
gives the comparisons between the loss 
ratios experienced by the company for 
the years 1917 to 1923 and those of the 
years 1921 to 1923. The percentages 
shown by the company are loss ratios 
only and at least 50% must be added 
to these loss ratios to cover expenses. 
When this is done the unprofitable 
character of these lines will be evident, 
states the National, which goes on to 
say, “some agents have too great con- 
fidence in the honesty and ability of 
certain applicants for bonds. The most 
careful investigation should be made in 
every case by the agent to get all the 
facts. We must not assume that men 
are rich and capable of carrying out 
out their undertakings. We must know.” 


Depository Bonds 

Under depository bonds the loss ra- 
tios of state banks, trust companies, 
and savings banks for the years 1921 to 
1923 total 123%, an increase of 42% over 
the loss ratio for the years 1917 to 1923. 
For private bankers the loss ratios for 
the same period total 678%, an increase 
of 362% over the longer period. 


Fiduciary Bonds 


Loss ratios for the years 1921 to 1923 


showing their increase or decrease over 


the years 1917 and 1923 are as follows: 

Receivers of state banks and insurance com- 
panies, 171%, increase 90%; miscellaneous fidu- 
ciary court bonds, 38%, decrease 22%. 


Judiciary Bonds 


Replevin, 74%, increase 19%; injunction, 
47%, increase 15%; costs, 91%, increase 41%; 
on order of arrest, 0%, decrease 44%; dis- 
charge of attachment, 274%, increase, 124%; to 
secure return of property replevined, 309%, in- 
crease 97%; to dissolve injunction, 144%, in- 
crease 76%; release of libel,—stipulation for 
value,—-830%, increase 633%; appeal super: 
sedeas, 130%, increase 45%; to discharge me- 
chanic’s lien, 0%, decrease 157%; bail in civil 
proceedings, 377% increase 19%; miscellaneous 
court guarantees, 176%, increase 75%; to re 
lease auto trucks seied by government, 136%, 
no change. 


Federal Contracts 


Construction of post office and other build 
ings, 0%, decrease 511%; harbor and_ river 
improvement, 52%, increase 9%; construction 
for Navy Department, 157%, increase 135%; 
reclamation and irrigation projects, 6% decrease 
1299%; construction for Interior Department— 
miscellaneous, 152%, increase 104%; federal 
contracts—miscellaneous, 169%, increase, 80%; 
supply—munitions of war, 287%, increase 211%. 


Contracts Other Than Federal 


Concrete roads and highways, 100%, increase 
32%; water-hound macadam roads and_high- 
ways, 6%, decrease 63%; dirt, gravel, shell 
roads and highways, 50%, increase 8%; drain- 
age and ditching, 146%, increase 39%; levees, 


56%, increase 28%; miscellaneous contracts, 
0%, decrease 1500%; superstructure of | steel 


bridges, viaducts, etc., 14%, decrease 136%; it- 
rigation projects, 8%, decrease, 71%; sewers, 
aqueducts, pipe-laying, 63%, increase 16%; ft 
fuse disposal plants, 43%, increase 15%; ¢x 
cavation and grading other than railroad, 84%, 
increase 9%; roofing, 50%, increase 26%; wreck 
ing and alterations, 49%, decrease 21%; gen 
eral construction except concrete, 43%, increase 
1%; well-drilling, 191%, increase 51%; collec 
tion and disposal of refuse, 68%, increase 37%. 


License and Permit Bonds 


Non-beverage alcohol, 110%, increase 59%; 
internal revenue, 92%, increase 55%; private 
bankers—qualifying bonds, 0%, decrease 427%; 
milk dealers—qualifying bond, 115%; increase 
47%; commission merchants—qualifying bond, 
140%, decrease 6%; steamship and money 
der agents—qualifying bond, 20%, decrease 
157%; collection agencies, 0%, decrease 46%; 
carriers of fire arms, 51%, increase 15%. 

Miscellaneous Bonds 
Freight charges—guaranteeing, 50%, increase 
31%; lease of state and municipal property, 50% 
increase 24%; miscellaneous leases, 50%, a 


crease 41%; miscellaneous bonds, 114%, increase 
60%. 





EAGLE APPOINTMENT 


The Eagle Indemnity has appointed 
Brandon, Burton & Cunningham, of Nash- 
ville, Tenn., as general agents. 
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A FIELD FOR FIDELITY 
Mercantile Business Scarcely Touched 
By Bonding Protection; They 
See It When Hit 


Everywhere business in fidelity bonds 
is waiting for the right word in the 
right place to win men away from their 
habit of trusting and not bonding their 
employes, points out the Eagle Indem- 
nity. Habit sticks. To get away from 
habit a man usually has to get hit. But 
there is a new hope for employers of 
the unbonded. It is that their attention 
may now be secured by insurance men 
who have come to appreciate more fully 
their fidelity bond protection, now con- 
vincingly called ‘‘fidelity insurance.’? 

It sometimes takes argument to sell 
fidelity insurance. A man, as frequently 
happens, will believe that the fire or 
accident which occurred in another 
building could take place in his, but not 
that his friend could be a defaulter. In 
this he is as human as his friend, who, 
in spite of the good opinion of him, may 
fall by the way. 

Much fidelity insurance work remains 
to be done in mercantile businesses. They 
need the protection. News is published 
just now of a savings bank man who 
confessed after concealing his shortage 
from bank examiners as well as from 
the trust company which absorbed the 
bank. There is also the national bank 
case, in which an employe’s peculations 
extended over a period of ten years, un 
discovered, 

When such things can occur in banks, 
in spite of check-up systems, what could 
happen to a mercantile concern which is 
not bonding all its employes?) What may 
be happening to many such houses to- 
day? 

MUTUAL ENTERS VIRGINIA 

The Utica Mutual has been licensed 
to do business in Virginia, with principal 
office in Richmond. The company plans 
to write workmen’s compensation, lia- 
bility and automobile lines. 





JOINS GOTHAM PENCIL PUSHERS 


R. A. Crane Succeeds R. Budlong as 
Representative of “National 
Underwriter” Here 


(Special to the Eastern Underwriter) 

Chicago, Nov. 11—A Phi Beta Kappa 
man is to join the ranks of the New 
York insurance reporters. He is Roger 
A. Crane, a graduate of Dennison Uni- 
versity, Dennison, Ohio, who has been 
scouting for insurance news as a mem- 
ber of the staff of “The National Un- 
derwriter.” 

He will succeed Richard Budlong, who 
has been a member of the New York 
staff of the paper for about a year and 
come to New York from Chicago. 

Despite his short stay in New York, 
Mr. Budlong made many friends who 
will be sorry to see him leave. He re- 
turns to the Chicago office of the paper. 
Mr. Budlong is a son of E. C. Budlong, 
of the Federal Life of Chicago. 


Commissioners to Hold Their 
December Meeting in New York 


Insurance commissioners will hold their 
annual meeting in New York City after 
all. Commissioner W. N. Van Camp, 
chairman of the executive committee, an- 
nounces that the regular December con- 
vention will be held at the Hotel Astor 
December 8-10. At the annual meeting 
last summer several commissioners tried 
to switch the winter meeting away from 
New York, but the attempt failed. There 
are too many important insurance meet- 
ings at the Astor during the second 
week in December for general opinion 
to support a movement which would de- 
prive insurance executives and agents 
from meeting the commissioners at this 
eeneral round-up of insurance men. 


EAGLE APPOINTMENT 
The Eagle Indemnity has appointed 
the Capitol Underwriters, Lansing, Mich., 
as general agents. 





GOOD ROADS MEASURE PASSED 


A good roads measure was passed in 
the State of Missouri in the recent elec- 
tion that will enable the State Highway 
Commission to continue its road build- 
ing program through 1925 and complete 
the entire state system of roads in about 
five years’ time. Surety companies cater- 
ing to road contractors were much in- 
terested in this act. It is also expected 
to stimulate interest in autombiles and 
create more business for both the cas- 
ualty and surety companies. 


Beha Shows Teeth 


(Continued from page 1) 


erroneously conceived the idea that if the 
practice were not reformed he might go 
to jail. On the following day, the super- 
intendent continued, one of the most dis- 
tinguished lawyers in New York City 
called upon Mr. Beha, evidently on the 
errand of keeping his principal out of the 
Tombs. 

At the Casualty & Surety Club Mr. 
Beha commented upon the call he had 
made for various company executives to 
come to his office and tell him how the ac 
quisition cost agreement is being carried 
out. As he narrated various experiences 
his mode of expression was facetious, but 
at the same time he gave the impression 
that he was taking his job seriously; that 
he knew its power; and that he was going 
to exercise it. representative of the 
insurance department explained the tenor 


of the talk as follows to Tue Eastern 
UNDERWRITER: 
“Mr. Beha is superintendent of insur- 


ance and will administer the office in fact 
as well as in name. He was not in any 
vicious or criticising mood in sending for 
the casualty people, but he desires only 
tc protect their interests as well as that 
of the general public. If the acquisition 
cost agreement is not working satisfac- 
torily; if any company is kicking over the 
traces; if it should be amended he wants 
expert information about it, and that in- 
formation can come not only from the 
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companies in the agreement, whose posi- 
tion he is ascertaining, but from the pro- 
ducers, including general agents and 
brokers, whom he has not heard, but in- 
tends to hear. You might say in a word 
that while the superintendent is not trying 
to be an autocrat or a ringmaster, at the 
same time he has thrown out a hint as 
to what power he can exercise, if he 
wants to.” 

At the Casualty & Surety dinner the 
superintendentghad something to say about 
a company’s reserves. Upon inquiry at 
the department THe EAstrerN UNDER 
WRITER was informed that the superin- 
tendent did: not have in mind any com- 
pany whose headquarters are in New York 
City, and any impression to that effect is 
erroneous. He did mention the name of 
a company executive in or near this part 
of his talk, but in doing so he was re- 
ferring to another incident, that incident 
being a telephone request from C. G. 
Smith, head of one of the bureaus of the 
department in which the executive was 
asked to come to the department. The 
executive did not like the manner in 
which the request was made, saying that 
if he had a letter from the superintendent 
he would come. This incident was 
straightened out. The reserve incident 
had to do with a casualty company which 
had taken an item of something over 
$100,000 and placed it in surplus when 
the position of the department was that it 
should be in the reserve column. 

Another remark made by the superin- 
tendent at the casualty dinner which 
caused some talk was a comment to the 
effect that the superintendent might “ex- 
ecute” certain company officials. This is 
explained by a departmental man as hav- 
ing been merely a facetious statement 
arising from an introductory remark of 
President Falconer in which he said some- 


thing about laws being executed in 
Mexico. 
The general impression given by the 


two last talks of the superintendent is that 
he will show force; in other words, dis- 
play his teeth, as the saying goes, if he 
regards it as necessary in the effective 
administration of his department. 
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To All Agents: 


Regarding Violations of Bureau Rates and Practices 


Every agent will doubtless agree that the quoting of improper rates by unscrupulous 
agents or companies is a most disturbing factor in connection with the solicitation of 
insurance and that a concerted effort should be made by all right thinking agents and 
companies to stamp out such practices. 


The London Guarantee and Accident Company wishes to make it unmistakably 
clear to every agent that it will not countenance a quotation of improper rates by any 
agent under any circumstances whatsoever. 


We feel sure that our agents will be in sympathy with these views and that we 
can count upon their sincere and hearty co-operation. 


Further, in order that the Company’s agents 
may not be handicapped by such unfair competition, they are requested to advise us 
promptly whenever they have clear evidence of any violations by the agents of other 
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Legal Status of 
Druggists’ Liability 


THEIR EXPOSURE TO MISTAKES 








Need for Insurance Protection Against 
the Implied Warranty as to All 
Articles Sold 





The légal liability of digggists is well 


established under the statutes and the 
case law and shows a great need for 
adequate insurance protection against 


the dangers to loss, to which all drug 
gists are exposed. The exact legal status 


of the druggist js set forth by ‘‘Case 


and Comment,’’ the legal paper in the 
following: 

In view of the consequences likely to 
result from any inattention or want of 
care or skill, druggists or apothecaries 
engaged in compounding dyugs and 
medicines are not only required to be 
skilful, but should be exceedingly cau- 
tious und prudent the care required is 
commensurate with the danger involved 
and the skill employed must correspond 
with the superior knowledge of the busi 
ness which the law requires. 

It has been said that a druggist must 
know the properties of his drugs and be 
able to distinguish them from each other, 
and that it is his way to qualify him 
self, or employ those who are qualified, 
to attend to the business of compound 
ing and vending medicines and drugs, 
so that one drug may not be sold for 
another, and that only the proper medi- 
cines, and none other, are used in com 
pounding prescriptions, 


Implied Warranty 


Some courts have taken the view that 
«a druggist’s liability is based on an im- 
plied warranty that the article sold is 
the one called for by the customer. 


In the case of Edelstein v. Cook, 108 
Ohio St. 346, 140 N. E. 765, annotated 
in 31 A. L. R. 1333, on the liability of 
a druggist for injury in consequence of 
a mistake, it was held that the principle 
of re ipsa loquitur should be applied 
to the case of a druggist inadvertently 
selling an injurious drug to a customer, 
in place of the harmless drug asked for. 

The-court further states that there is 
no distinction in principle between the 
case of a sale of a deadly poison by 
mistake, ‘and the sale of one which is 
injurious but not fatally harmful, for, 
while the handling of a deadly poison 
may impose a greater care on the drug- 
gist, there is no less an obligation to 
see that a customer does not in lieu of 
his order, receive a drug which will 
cause him pain and suffering when taken 
in reliance that it is the drug asked for. 

It is wel! settled as disclosed by the 
note in 31 A. L. R. 1333, that a drug 
gist is liable for the negligence of his 
clerk, who, by mistake, sells an article 
other than that called for, or improperly 
prepares a prescription for a customer. 


Liable for Acts of Servants 


Admitting that it is entirely lawful 
for registered pharmacists to employ 
servants to sell lotions other than drugs 
und medicines, and authorize or permit 
these servants, under their supervision, 
to vend drugs, yet if such servant, in 
vending drugs, negligently delivers a 
poison in place of the harmless medicine 
called for, the druggist will be liable 
for an injury caused to the purchaser 
by such negligence, and it is wholly im 
material whether the negligence is the 
mistake of the servant, or of the drug- 
gist, or of both combined. 

A druggist cannot escape liability for 
injuries caused by the negligence of his 
clerk in compounding a prescription by 
showing that the clerk is a_ licensed 
pharmacist. Nor is it an exeuse that, 
owing to an epidemic, his clerks were 
nearly exhausted. That one is suffering 
with an incurable disease does not. re- 


lieve a druggist from responsibility for 
accelerating the death of that person 
through a mistake in compounding a 
prescription. And the fact that a pre- 
scription is written in Latin, and so il- 
legibly as to leave ijt in doubt what drug 
is intended, does not lessen the duty of 
a clerk to be alert to avoid mistakes. 


One cannot recover for the injurious 
consequences following the use of a 
harmful drug or article which a drug- 
gist, by mistake, has sold in place of the 
article called for, if the person injured 
is contributorily negligent in failing to 
discover the mistake, or if such negli- 
gence can be imputed to him. Thus, the 
ease of Cullinan v. Tetrault, 123 Me. 302, 
122 Atl. 770, 31 A. L. R. 1330, holds one 
attempting to purchase a harmless ex- 
tract from a plainly incompetent boy 
in charge of a drug store, and who relies 
on his own sense of smell to determine 
whether or not the article offered is what 
he wants, is negligent so that he cannot 
hold the proprietor of the store liable 
in case he is injured by the article re- 
ceived proving to be a dangerous poison, 

The facet that a drug is purchased 
through a third person does not relieve 
« druggist from liability for the injur- 
ious consequences attending jts use, 
when it appears that the drug sold was 
different from that called for, as the 
linbility in such cases does not arise 
out of a privity of contract, but out of 
au duty imposed by law upon the drug 
yist. 

A pothecaries, 
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druggists, and 
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ure 


all per- 
manufacturing medi 
required to use the highest 
degree of care known to practical men 
to prevent injury from the use of such 
articles, 

A wholesale or 


cmmes 


manufacturing drug- 
gist is liable to a purchaser from a re- 
tuil druggist for the injurious conse- 
quences of a mistake in the preparation 
of «a drug sold by the retailer. Thus, 
it has been held that a manufacturing 


druggist who sells belladonna, which, by 
mistake, was labeled ‘‘Dandeloin’’? by 


TOO LITTLE 


Great Valles in Steam Boiler 
and Allied Lines Is Common 
Owners Condition 


BOILER COVER 





Steam boiler insurance is a staple. It 
has reached a ripening, young middle 
age, and is quite clearly recognized as 
ua necessity, says the Eagle Indemnity. 
For this reason a goodly proportion of 
existing boilers are covered by insur- 
so that searchers for new clients 
seldom select this field. 

Yet for securing new clients in the 
steam boiler line there are three modes 
of procedure which are infallible. (1) Go 
where boilers are and talk ‘famount’’; 
and when you find the amount is insuffi- 
cient, which will be often, do business 
accordingly. (2) Show up the kindred 
line, flywheel and engine insurance. (3) 
Talk use and occupancy. Thousands of 
plant owners do not recognize this 
form’s value. Many do not understand 
it or even know what it is. These takers 
of their own risk, uninsured against loss 
of use, will be benefitted when the right 
man comes along. 


ance, 


Build on what men already see in 
boiler insurance; that is, get them to buy 
enough, 

With the 
horizon so 


right word, widen their 
that they may see flywheel 
and engine dangers, and see beyond the 
explosion or accident—realize how dis- 
astrous loss of profits might be. And 
if your man still hesitates, tell him that 
au plant shutdown at the wrong time is 
uot infrequently, among other draw- 
backs, the last straw that breaks a manu 
facturer’s credit. 


his agent in preparing the drug for 
market, and which was sold for dande 
lion, is liable to a party injured thereby, 
although the drug so labeled had passed 
through the hands of several dealers be- 


fore being purchased by the plaintiff. 
Thomas v. Winchester, 6 N. Y. 397, 57 
Am. Dee, 455. 
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year is a day for every line. 

wide range of casualty insurance and bonding lines to sell 
to their clients. 
This wide range gives them a large selection of lines for 
intensive effort during periods of the year when certain 
forms of insurance deserve special attention. 
business conditions play an important part in making this 


sation, 


His . 


Fall and Winter Lines 


ARYLAND Casualty policies are good day and night 
throughout the year and every business day in the 


Accident and Health, Automobile, Workmen’s Compen- i 
Plate 
Official and Judicial Bonds are lines particularly valuable for 
fall and winter solicitation. 


Maryland Casualty Company 


Water Damage, Burglary, 


BALTIMORE 


Maryland agents have a 





Weather and 


Public 


Glass, 
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Free! 


to Every cAgent 


HIS poster-16x22 inches 

without any advertising mat- 
ter of the Independence Indemnity 
Company appearing on it, will be 
sent free to any automobile writ- 
ing agent, or agency, anywhere, 
regardless of company affiliations. 


This offer is a part of our effort 
to do a public service by attempt- 
ing to find ways and means to 
reduce the ever-growing number of 
autcmobile accidents. 


It follows the closing of our 
nation-wide contest among insur- 
ance men for suggestions to that 
end. With the poster will be sent 
a folder containing the three win- 
ning plans in the contest, which 
may be helpful in solving the traffic 
problems of your community. 


The coupon at the right is for 
your convenience. 





This Company maintains human 
relations with its Agents, Brokers 
and Policyholders 
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REDUCE AUTO ACCIDENTS! 


As an automobile owner you can protect others from injury or death by driving 


carefully and by thinking for them. 


At the same time you can protect yourself against loss from the often unavoid- 


able accident by carrying adequate liability insurance. 


[ Room Here for the Name of Your Agency | 





Independence 
Indemnity Company 


Head Office: PHILADELPHIA 


CHARLES H. HOLLAND, President 


cAll Forms of Casualty Insurance and 


INDEPENDENCE INDEMNITY CO. 
Third and Walnut Streets 
Philadelphia, Pennsylvania 


Please send to the undersigned the poster 
entitled “Stop This Now—Reduce Auto 
Accidents” and the folder giving the three 
winning plans in your contest. 


aT os a ee 


Street Address.. 
Surety Bonds 


City and States... 
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Tell—Then Sell 


When it comes to buying 
insurance, most people of the 
common 


sense variety are 


from Missouri. They may 
acknowledge the need for 
some kinds of insurance, but 
other forms with which they 
are not so familiar must be 
explained to them. It may 
take a period of education to 


convince them of the value 


that you know lies in some 
particular form of coverage. 


But keep everlastingly at it. 
Don’t let them forget that you 
know the insurance they need 
and that you represent sound 
and dependable companies. 


A policy in The Home of 
New York provides the pro- 
tection of the Largest and 
Strongest Fire Insurance Com- 
pany in America. 
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